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BYRON C. HOWES HEADS 
CHICAGO ASSOCIATION 


REFRESENTS UNION CENTRAL 


Julian S. Myrick, James Elton Bragg 
and Ernest W. Owen Guest 
Speakers at Meeting 


Officers as follows were unanimously 
elected by the Chicago Association of 
Life Underwriters: President, Byron C. 
Howes, assistant manager Union Cen- 
tral Life; first vice-president, Samuel T. 
Chase, general agent Connecticut Mu- 
tual Lite; second vice-president, 1. B. 
Jacobs, Mutual Life of New York 
(Spaulding agency); treasurer, H. K. 
Schoch, Aetna Life. The following di- 
rectors were elected to serve two-year 
terms: DeForest Bowman, Bankers 
Life of lowa; Walter H. Boireau, State 
Mutual Life; E. B. Dudley, manager ot 
the Travelers; John Gregson, Massa- 
chusetts Mutual Life; Leo R. Stamm, 
manager Acacia Mutual Life; Harry c 
Wright, associate manager Equitable 
Life of New York (Berls agency). Roy 
L. Davis of the Continental Assurance 
was elected to the board of directors to 
fill a vacancy. 
Five Directors Hold Over 


The following directors hold over un- 
til 1929; B. H. Badenoch, Northwestern 


Mutual Life; Karl B. Korrady, general 
agent Connecticut General Life; C, A. 
Scholl, Fidelity Mutual Life; G. M. 


Smith, New York Life; J. W. Thomson, 
Ir.. National Life of Vermont. 

” S. T. Whatley, general agent of the 
Aetna Life, retiring president, presided 
at the meeting. The report of the elec- 
tion judges was read by E. J. Faltysek, 
general agent of the Equitable Life of 
‘Towa. In a brief address Mr. Whatley 
expressed appreciation to the officers 
and members of the association for their 
cooperation during his incumbency, He 
also expressed his thanks to various 
trust companies of Chicago that assisted 
in launching the Chicago association 
paper, “Life Values.” He said that as a 
result of the assistance the trust com- 
panies have given the paper will show 
some profit. 


Howes Association Booster 


Byron C, Howes of the Union Cen- 
tral Life, in his address of acceptance, 
paid tribute to Mr. Whatley and the 
work he did in the last association year. 
“I have been a member of the associa- 
tion for 17 years,” Mr. Howes said, 
“and 1 have gotten a world of ideas 
trom attendance at underwriters’ meet- 
ings and I pledge to you on behalf of 
the other officers and myself that we 
shall try to carry on the splendid work 
of the retiring officers. I hope that a 
year from today we can give a record 
of accomplishment at least equivalent to 
last year’s record.” 

Clinton F. Criswell, managing director 
of the association, in his report stated 
that a membership gain of approxi- 
mately 40 percent was made in the last 
association year. At present there are 
687 members and a year ago there were 
482. 

Myrick and Bragg Speak 

Julian S. Myrick, president of the 
National Association of Life Underwrit- 
ers and a member of the Ives & Myrick 
general agency of the Mutual Life of 
New York in New York City, was pres- 
ent as a guest, as also was James Elton 
Bragg, Philadelphia, secretary of the 
National association and general agent 
of the Union Central Life. 

In a short address Mr. Myrick said 
he sees a progressive movement in as- 
sociation matters and in the insurance 
business in Chicago. He said that in 
associations men get together and in 
good faith work out their common prob- 
lems. He said that for individual under- 


writers the benefits of association are 
that associations militate against bad 





CONVENTION DATE IS 
CHANGED TO SEPT. 24-26 


—_—- 


TIME FOR COMMISSIONERS 





Former Schedule Conflicted with Plans 
of the National Association 
of Insurance Agents 


The date of the annual meeting of the 
National Convention of Insurance Com- 
missioners has been changed. It was 
set for Sept. 18-20 at Rapid City, S. D. 
At the executive committee meeting at 
West Baden Springs, Ind., a list of the 
major conventions was given the com- 
missioners and they chose the week ot 
Sept. 17 so that it would not conflict 
with any other meeting. At that time 
the National Association of Insurance 
Agents was fixing its date for its annual 
meeting at West Baden Springs, Ind., 
for the week of Sept. 24. Just before 
Secretary Walter H. Bennett of the 
National association left West Baden 
Springs, Manager Raymond F. Hall of 
the West Baden Springs Hotel, found 
that the florists’ convention, which had 


been scheduled for the third week in 
September, had changed its date to the 
last week, 


Therefore, if the National Association 
of Insurance Agents went to West 
Baden for its meeting it would either 
have to meet the week of Sept. 17, or 
the first week in October. To meet the 
first week in October would conflict with 
the casualty convention at White Sul- 
phur Springs. To meet the third week 
would conflict with the Insurance Com- 
missioners’ Convention. Therefore the 
National Convention of Insurance Com- 
missioners, in order to clear up the com- 
plications, graciously changed its date 
to the week of Sept. 24. The date will 
be Sept. 24-26, at Rapid City, S. D 


Illinois Life Convention 


The $100,000 Club of the Illinois Life 
will hold its 25th annual convention at 
the head office, Aug. 30-31. The ban- 
quet will be given Friday evening at the 
Stevens hotel, Chicago. 


legislation, work out agents’ commis- 
sion problems, and otherwise serve. He 
said that the New York Life Under- 
writers Association is looking after the 
individual agent's interests in the pro- 
posed revision of Section 97 of the in- 
surance law of New York state. 

With reference to obtaining business 
Mr. Myrick said that a reduction of 
first year agents’ commission 10 perceni 
will not affect the cost of writing busi- 
ness but certainly will affect the indi- 
vidual underwriter. He said, however, 
that the individual agent can help reduce 
the cost of insurance by servicing poli- 
cies and keeping insurance on the books 
and also in assisting in improving mor- 
tality. On the matter of taxation he 
said it is no more reasonable to tax life 
insurance premiums than it is to tax 
savings bank deposits. “Insurance taxa- 
tion should be for the protection and 
the regulation of the business and not 
for revenue,” he stated. In closing he 
said he is eager to see Chicago take 
the lead among life underwriters’ asso- 
ciations. 


“Salesmanship” Brage’s Subject 


Mr. Myrick was followed on the pro- 
gram by Mr. Bragg, who made a brief 
but pointed address on “Salesmanship.” 
He said it is fairly easy to demonstrate 
to a man that he needs insurance, but 
that the great problem is how to induce 
the man to buy what he needs. Mr. 
Bragg talked only a few minutes but 
gave his auditors some valuable sugges- 
tions on how to go about making a man 
buy. 

The last speaker on the program was 
Ernest W. Owen, manager of the De- 
troit division of the Sun Life of Canada, 
whose subject was “Making the Sale.” 











SALES RESEARCH BUREAU 
HOLDS EASTERN MEETING 


FOREIGN DELEGATES ATTEND 


Various Problems of Education and 
Organization Discussed by Agency 
Men of Companies 


The Life Insurance Sales Research 
Bureau held its annual eastern spring 
meeting in Hartford, Conn., last week 


with over a hundred in attendance. In- 
surance executives from all sections of 
the United States and Canada were pres- 
ent while Czecho-Slovakia was repre- 
sented by Francis Hausner, of the Slavia 
Mutual Bank, and Japan by Messrs. S. 
Kanai and J. Kaneko, of the Tokyo Life. 

James A. Fulton, vice-president of 
the Home Life of New York and chair- 
man of the executive committee of the 
bureau, was chairman of the meeting. 
John Marshall Holcombe, Jr., manager 
of the bureau, gave a survey of the 
bureau’s work since the last meeting 
and described plans for the future. Mr. 
Fulton then took the floor and gave a 
complete analysis of the function of 
the agency department. “The Agency 
Department from the Viewpoint of the 
President” was covered by Philip Bur- 
net, president of the Continental Amer- 
ican Life. 


Discuss Agency Organization 


The afternoon session of Tuesday 
dealt with the subject of “Agency De- 
partment Organization.” The contrib- 
utors to this discussion were: W. W. 
Jaeger, vice-president and director of 
agencies of the Bankers Life; Charles 
Hommeyer, superintendent of agencies, 
Union Central; J. G. Stephenson, 
superintendent of agencies, London 


Life; and C. I. D. Moore, vice-president, 
Pacific Mutual. 
On Tuesday evening the five Hart- 


ford companies were hosts at a dinner 
and entertainment at the Travelers rec- 
reation grounds. 

The last session opened with a de- 
scription, by Henry E. Niles, assistant 
manager of the bureau, of the progress 
which is being made in the bureau in- 
vestigation of a national advertising 
campaign. Mr. Niles announced that a 
complete report of the conclusions 
reached would probably be ready for 
the November meeting. He also gave 
conclusions reached by the buyer and 
clipping studies which the bureau has 
been making and showed their bearing 
on national advertising. 


Various Kinds of Training 


The remainder of the morning was 
given over to a discussion of the train- 
ing functions of the university, the home 
office, and the general agent or man- 
ager. Vincent B. Coffin, newly ap- 
pointed educational director of the Penn 


Mutual, gave the case for the university 
in training. The function of the home 
office was discussed by Tressler W. 


assistant to vice-president of 
James Giffin, assis- 
tant agency manager of the Phoenix 
Mutual; and George Harris, supervisor 
of field service, Sun of Canada. 

George L. Hunt, New England Mu- 
tual general agent for Connecticut, dis- 
cussed the manager's training function, 
while H. G. Kenagy, of the bureau. 
summed up the training discussions and 
spoke on the salient features of train- 
ing methods. The managing director 
of the American Management Associa- 
tion, W. J. Donald, concluded the dis- 
cussions with a talk on “Trends of Mod- 
ern Sales Management.” 


Callihan, 
the John Hancock; 


Gem City’s Biggest Month 


The Gem City Life of Dayton, O., 
now has over $25,000,000 in force. The 


company wrote $1,569,000 new business 
in May, the largest month in the history 
of the company. The company has 
eight general agencies in the home city 
of Dayton and is receiving nearly half 
of its total business from Dayton. 








SAME OFFICERS FOR TWO 
CINCINNATI COMPANIES 


AMERICAN LIABILITY LINEUP 


Western & Southern Executives Assume 
Control — Separate Corporation 
Planned for Casualty Company 


CINCINNATI, June 20.—The name of 
the new company organized by the 
Western & Southern Life to take over 
the American Liability is the American 
Liability & Surety Company. It was in. 
corporated Tuesday of this week with 
a eapital of $300,000. The officers and 
directors are the same as those of the 
Western & Southern, 


At the meeting last week the old offi- 
cers of the American Liability of Cin- 
cinnati resigned and new officers were 
installed to coincide with those of the 
Western & Southern Life, which com- 
pany has taken over the American Lia- 
bility. A new corporation will be 
formed by the Western & Southern in- 
terests with exactly the same stockhold- 
ers as the Western & Southern, and with 
a broadened charter and increased cap- 
ital, which will reinsure the business of 
the American Liability. The new com- 
pany is expected to become an active 
factor in all branches of casualty insur- 


ance, including fidelity and surety bonds. 
Officers of Two Companies 

The officers of the Western & South- 

ern and the American Liability are: 

W. J. Williams, president; Charles F 

Williams and Clyde P. Johnson, vice- 

presidents; John F. Ruehlmann, secre- 


tary. The active underwriting head of 
the casualty and surety company has 
not yet been selected. 

The Western & Southern Life is also 
understood to be considering the pur- 
chase of cther companies in the life, fire 
and casualty fields. 


LINCOLN NATIONAL LIFE 
ERECTS AVIATORS’ SIGN 


The Lincoln National Life has erected 
a giant aviators’ sign on the roof of its 
home office building in Fort Wayne, 
Ind. The new sign is composed of 
letters 12 feet high and an arrow 47 feet 
in length, pointing to the municipal air 
field five miles away. When the sign 
is illuminated it will be visible from an 
antitude of 5,000 feet. 

Paul Manship, American sculptor, has 
been commissioned by the company to 
prepare a statue of Abraham Lincoln 
as a young man, which will be placed 
in the entrance court of the company’s 
new home office building. The model 
will be completed not later than the fall 
of 1930, which is the 25th anniversary 
of the company. The work will be later 
cast in bronze as a permanent and final 
contribution. 


Bankers Life Holds Outing 


Approximately 750 employes and 
their families attended the Bankers Life 
of Iowa fun day held at Des Moines 
last week. The afternoon was devoted 
to picnic sports, with President Gerard 
S. Nollen serving as head judge and 
W. W. Jaeger, vice-president and direc- 
tor of agencies, official starter for all 
events. Other officers also served a5 
judges. 

The three feature stunts were a “Bar- 
rel and Ford” race provided for the 
company’s flivver-driving employes. A 
grudge baseball game was plaved be- 
tween the company’s underwriting and 
policy departments, and two picked 
girls’ teams concluded the program 0! 
sports with a three-inning game. Pic- 
nic supper was served cafeteria style 
At the close of the dinner President 
Nollen presented a loving cup to the 
department scoring the greatest number 
of points in the afternoon's sports. 
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BAKER GIVES VIEWS 
ON DEPARTMENT WORK 


Kansas Insurance Superintendent 
Makes Some Interesting 
Official Observations 


TAKES A BROAD STAND 


Declares That Supervising Official 
Should Not Assume Any Legis- 
tive or Judicial Authority 


Superintendent of Insurance W. R. 
Baker of Kansas spoke before Kansas 
Day Wichita 


taking up the relationship of 


Insurance gathering at 
last week, 
the 
He 


laws 


state department to insurance itself 
said that while 
may never be 
states, that 
not 


insurance 
enacted by all the 

should not and 
interested the 
such 


uniform 


possibility 
does deter those in 
their effort to obtain 
He said that the extent 
the service it is possible for insurance 
men to render their clients must be 
measured in some degree at least in the 
freedom of management granted com- 
pany executives throughout the terri- 
tory in which they operate. He called 
attention to the manifold and different 
requirements in various states. Insur- 
ance officials practically have to possess 
the attributes of a chameleon to comply 
with all of them. He said the insurance 
business has become national and even 
international in its scope and the state 
has no right to expect anything but the 
highest degree of service. 


business in 


enactment. of 


Powers Not Legislative 


Captain Baker said that it should be 
remembered that the powers of the in- 
surance department are in no wise legis- 
lative. It is not the function of the 
commissioner to write into the insurance 
laws any word, phrase or section not 
incorporated in the legislative enact- 
ment. He may feel that the laws are 
wrong, or that they are unfair, but he 
said it is well that no powers are in- 
vested in him to fashion the statutes 
in accordance with his notion of the fit- 


ness of things. 
No Judicial Authority 
Again, the commissioner has no judi- 


cial authority. Captain Baker said that 
the privilege was not extended to him 
to usurp the authority of the courts and 
to say to this company or that “This 
disputed claim should be paid in full,” 
or to sav to this claimant or that “There 
is no liability under your insurance con- 
tract.” He sees the wisdom of barring 
the way to a commissioner from mount- 
ing the steps of the bench and there tip 
the scales of justice as his conscience 
might dictate. 


Executive and Administrative Duties 


The functions of the state insurance 
department are executive and administra- 
tive solely. It must take the law as it 
is written and see to it that these laws 
are complied with. Captain Baker said 
that in so doing the commissioner of in- 
surance who does not have the courage 
of his convictions, who is swayed by his 
personal contacts or by the fear possibly 
of political vengeance can do more harm 
to the insurance business than anv 
other individual or group. The right 
thinking. right acting insurance com- 
panies, he declared, are entitled to the 
COO eration of the insurance denartment 
in their efforts to better conditions in 
their business. 

Not Operated for a Special Class 

Captain Baker said that there are some 


people who feel that the commissioner 
of insurance should be constitutionally 
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CHANDLER SUGGESTS WORLD'S CONGRESS 
OF INSURANCE DURING 


1933 FAIR 











of Chi- 
insurance 


RANK M. CHANDLER, 
F cago, father the state 

day idea, chairman of the state 
surance day committee ot the Insurancs 
Federation of America, has made 
gestion that insurance organizations and 
con yanies take a look torward to the 
time of the Chicago World Fair in 1933 
and begin to plan for a great insurance 


of 


iui- 


a sug- ; 


congress and celebrate one national in- | 
surance day with a program of magni- 
heent proportions. Mr. Chandler is as- | 
sistant manager of the Employers Lia- 
bility and American Employers of Bos- 
ton in Chicago. He believes that insur- | 
ance is not taking the part it shou'd in 
preparation for this great exhibition. 
He suggests that a general committee 
should be formed to get in touch with 


the Chicago World’s Fair authorities so 
that insurance will have a place in the 
scheme. 

He believes that it is possible for in- 
surance organizations and _ insurance 


companies to have an insurance con- 
gress and an exhibition that will do 
credit to the business and will be of 
great educational benefit. 


TRAVELERS TO INCREASE 
ITS CAPITAL TO $17,500,000 





the Travelers this week 
voted to increase the capital from $15,- 
000,000 to $17,500,000. A meeting of 
stockholders is called for July 20, 
doubt the recommendation will be 
ratified. There will be offered 25,000 
shares at par $100 each in propor- 
tion of one new share for every six 
shares held on June 18. The new 
shares will participate in the December 
dividend. It is expected that the $16 
annual dividend plus extras will be con- 
tinued on the increased capitalization. 
The stock of the Travelers is quoted at 
$1,860 bid and $1,900 asked. 


Directors of 


no 


ot 
P 


opposed to everything desired by 
companies, that he stands solely as a 
representative of the unorganized mass 
policyholders. He said that it has 
been his duty to be for and against 
companies, for and against agents and 
for and against policyholders, The de- 
partment is not operated for any special 
class. Captain Baker said that the in- 
surance department should not be pater- 
nalistic. Insurance is entitled to fair, 
impartial governmental supervision. The 
department, he said, should not dip its 
finger into every little controversy that 
might arise between competing com- 
panies and competing agents. The 
commissioner should not delve into in- 


of 


when | 


the | 


ternal management unless it is in viola- | 


tion of the written statutes or depart- 
mental rulings. 
Few Companies Need Attention 


There are but a small percentage of | 


companies that require more than nom- 
inal supervision. The human element, 
he said, is strong in company manage- 
ment. Just how far the big stick should 
be used with the minority that are 
recalcitrant and conscienceless is often 
difficult to tell. 

In referring to the department he 
that it may easily be political in 
make-up. Once every two years 
Kansas commissioner must go to 
people in the primary election. Where 
politics plays an important part it can- 
not help but militate against an im- 
partial administration of the depart- 
ment. Captain Baker suggested that 
in dealing with the department the in 
surance men consider it not from any 
political standpoint as a department 
whose head is a creature of primary 
ee om but as a department estab- 
Ushed by the legislature for the _pur- 
pose of administering the insurance laws 
They should give to the commissioner 


said 


the 


FRANK M, CHANDLER 


PACIFIC MUTUAL REDUCES 
PAR VALUE OF ITS STOCK 


George I. Cochran, president of the 
Pacific Mutual Life, has announced the 
reduction in par value of the shares ot 
the company and the split-up of its stock 
on a ten for 1 basis, resulting in a re- 
duction of the annual dividend rate trom 
$20 per share to $2 per share. He stated 
that the split up is to enable the em 
ployees of the company to participate 
in ownership of the stock, which hereto 
fore had been prohibitive at its higher 
par value and market price. The au 
thorized capitalization of the company 
is $3,000,000 of $100 par value, all 
which is issued. The regular dividend 
rate is $20 annually on the $100 par value 


ol 


shares, although an extra $2 was paid 
last year. Stock of the company re 
cently traded on the Los Angeles stock 


exchange in a period of two days, regis- 
tered a gain of 150 points to a high of 
$1000. This was attributed by Mr 


Cochran to the fact that traders and in- 
vestors are only just beginning to realize 
the possibilities of the insurance stocks 


It is understood that the split-up will 
become effective as soon as permission 
is received from the secretary of state 


Scranton Agency Wins Cup 


Having won for three years in succes 


sion the McGregor cup offered to the 
; agency showing the largest number oft 
delegates to the gatherings ot the 
Quarter Million Dollar Club of the Mu 
tual Life, per million of agency require 
ment of paid for business, the Scranton, 
Pa., agency is now the permanent pos 
sessor of the trophy The cup. pre 
sented by Alexander McGregor, of Bos 
ton, is of solid silver, beautiful and 
chaste in design and suitably inscribed 
Members of the Scranton agency, of 
which John H. Blackman is manager 
are deservedly elated over their victory, 
which is a tribute to their hard, consis 


its | 


the | 


tent and intelligent efforts. 


Holland on Agency Trip 


President O. L. Holland of the 
American National of St. Louis is on a 
trip through Nebraska and Iowa. The 
company has just been admitted to Ne 
braska. It is applving for admission to 
Iowa. President Holland is in the tw 
states arranging for an organization 


at least vurtil the contrary has been 
proven, credit for being impartial and 


impersonal in his attitude. Do not ask 


him, urged Captain Baker, to interfere in 
mattcrs that are really of no depart- 
mental concern, 





GROWING BUSINESS 
TENDENCY EXPLAINED 





Installation of Life Departments 
by General Insurance Offices 
Logical Move 


Multiple Line Agencies Receive So Many 
Calls for Life Service That Full- 
Time Agents Become Necessary 


Installation of life departments by 
general insurance firms operating in 
some cases nationally, in others in a 
territorial group of the larger cities, 
and in still others only in one of the 
major cities, has led in many quarters 
to the question of the wherefore of 
such installations Answers to. the 
question vary so little that finally one 
answer will suffice for all who ask. That 
answer is that these general insurance 
firms have in the satisfied clients who 
place their fire and casualty business 


with them year after year a tremendous 
potential source of added revenue from 
commissions on life insurance business 


Practice Not New 


The installation of life departments in 
general insurance firms is not new. 
Only the recent increase of such in- 
stallations is new, and also significant. 
Men opearting or selling life 
insurance as a side line to fire or casu- 
ilty selling, annually produce’ great 
amounts of the total volume of business 
written. An extreme case of an agency 
that paid for business far in excess of 
the total writings of the regularly em- 


as brokers, 


ployed agency staff is the New York 
agency that in the last year of its exist- 
ence paid for $65,000,000 of business of 
which the 44 full time agents paid for 
7 per cent and brokers, independently 
‘stablished life men and fire and casu- 
alty salesmen paid for 93 per cent. 


Dozens of less extreme cases could be 
cited to emphasize the point. 

Even discounting for the business that 
iny life agency obtains through the 
trading of business and the writing of 
business obtained by agents of com- 
panies that do not write certain types 
of contracts and certain kinds of risks, 
the amount of business obtained from 
ther than regular agency sources is 
still large. 

Offices Have Many Friends 
The best insurance acquaintances of 


thousands of people eligible for life in- 
surance are members of general insur- 


ince firms. Before regular life depart- 
ments were installed in general line 
yffices, members of these general firms 


were frequently called on to handle the 
life insurance needs of many clients. 
This fact led logically to the occasional 
installation of life departments. Those 
firms that made such installations easily 
could have afforded to do so merely on 


the service basis. But a further in- 
centive was the life insurance commis- 
sion income. 

Any general line office can better 
handle the life insurance needs of its 


prospects through an established de- 
nartment conducted as any life agency 
s conducted than through the hit-and- 
miss system of writing for a client some 
policy he has heard of and placing it 
wherever it can be placed. Many 
brokers have attained full competence 
in writing life insurance, but many more 
of them still operate on the high-pres- 
sure system, which is unsatisfactory on 
several counts For that reason the 
life insurance companies would rather 
have business originating in a general 
insurance office than in a small broker- 
age office or with a broker whose office 
is on his cuff. 

The business originating with even the 
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The % 
away. He is Dr 


he sends is sunlight. 


pensary is open 


northern latitudes, his treatments 


| Doctor Sun’ 





orld’s greatest physician is located 92,000,000 miles 


Sun, And the one great medicine that 
On bright, sunny days his free dis 
to everybody, everywhere. But in the 
generous applications 


of ultra-violet rays--are most successful during the sum- 


mer months. 


UNLIGHT 


builder. It 


through the skin. 


derful healing 


is t he 


tonic and health- 
cures, mysteriously 
In sunshine there is a won- 
the ultra-violet rays. 


finest 
works its 





power 


These rays are most effective from April to No- 


vember 


and are particularly strong from June to 


the end of September. 


Ultra-violet 


rays do not penetrate ordinary 


window glass, or clothing, except the very light- 


est in color and weight. 
to any great extent, 


mosphere. 
Sun baths, 


taken regularly, 
corpuscles of the blood. 


Nor do they penetrate, 
smoky and dust-laden at- 


increase the red 
The supply of calcium, 


iron and phosphorus in the blood is augmented. 
Many physical disturbances partially due to sun- 


light stary ‘ation—notably 
can be relieved by sun’s rays. 





rickets and anemia 
Sun baths are a 


valuable tonic for the organs of the body. Dr. 


Sun’s best office 


hours are in the early morning 


and late afternoon. 


Plan, definitely, 
share of the ultra-violet 


they are at their 
Health-Giver, 


tells of 
rived from the sun's rays. 


to store up health. Get your 
rays in summer, while 
A booklet, “Sunlight, the 
many benefits to be de- 


It will be mailed free 


best. 


upon request to the Booklet Department, Metro- 
politan Life Insurance Company, One Madison 


Avenue, New York City. 


METROPOLITAN LIFE 


Send for it. 
HALEY FISKE, President. 


INSURANCE COMPANY 


ance in Force, 


NEW YORK 


Biggest in the World, More Assets, More Policyholders, More Insur- 


More New Insurance Each Year 
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STRIKING TRIBUTE PAID TO INSURANCE 


[Extracts from the Kansas Insurance Day address by Superintendent W. R. 
Baker of that state.] 


I have found in the business, from 
women of the highest type. 


than that in which you are engaged. 


the home offices to the 
I believe that there is no greater business today 
| believe that no other business today can 


field, men and 


point with greater pride to the men and women who are responsible for its de- 


velopment. I believe that no other business is more entitled to sane, 
If my work after my tenure of office has ended 


conservative legislative control. 


sensible, 


should be in lines other than yours, I want you to know that I wish only the 


greatest measure of success for you and 


your entire organization. Your hard 


work in the past and your great success in that labor merit even greater things 


in the future. And I sincerely 


will ever impede 


hope and believe that no legislature in 
your progress by enacting radical laws or, 


Kansas 


worse still, taking 


a flyer in the insurance business by establishing state funds for hail or compensa- 


tion or any other coverage. 


None of you are bigger than your business; 
Its proper functioning is dependent upon you. 


part, of the entire machine. 


yourself, of course, but not at the expense of the 


you form a part, an essential 
Serve 
business. Let its ideals, its 


purposes be paramount in your everyday activities, and your individual success 


must surely follow. 


Federation of Women’s 
Clubs Does Educational 
W ork on Life Insurance 


S OME notable life insurance educa- 

tional work was done in connection 
with the annual meeting of the National 
Federation of Women's Clubs in San 
Antonio, Tex. A booth was maintained, 
in charge of Mrs. W. S. Pritchard, in- 
surance chairman of the Iowa Federa- 
tion of Women’s Clubs, where thou- 
sands of life insurance folders were dis- 
tributed. 

Four of the women who have been 
especial leaders in this work were speak- 
ers at a meeting of the Southwest Texas 
Life Underwriters Association. Mrs. 
Pritchard gave an interesting review of 
the women’s club activities with life 
underwriters in Towa. Mrs. J. W. 
Thomas of Cumberland, Md., also gave 
an inspiring talk on the cooperation be- 
tween women’s clubs and life under- 
writers in her state. 

Mrs. Edith McClure Patterson, of 
Dayton, O., national chairman of the 
div:sion of family finance of the Gen- 
eral Federation of Women’s Clubs, told 
of the nation-wide activities of the 
organization in promoting education 
and interest in life insurance. Mrs. 
W. R. Potter of Bowie, Tex., president 
of the Texas division of the federation, 
spoke of the desire of her organization to 
cooperate with life underwriters in 
Texas. She pointed out that the organi- 
zation already has a division of home 
economics in which life insurance is in- 
claded. 

Following the meeting, the executive 
conimittee of the Southwest Texas asso- 
ciation met with Mrs. Pritchard and 
Mrs. Potter to confer in regard to 
future activities in Texas. 





Celebrate Fry-Reilly Month 


Old Line Life of Mil- 
waukee are making strenuous efforts 
in production in June, in honor of two 
officers of the company whose birthdays 
are this month. Rupert F. Fry, presi- 
dent, and John E. Reilly, secretary- 
treasurer, both were born in June. E ach 
year the agents turn in their greatest 
volume of business during June, Frv- 
Reilly month, in honor of the two offi- 


Agents of the 


cers and they anticipate repeating thé | 


performances of previous years. 


International’s May Record 

The final check-up on “Grantges 
Month” (May) revealed that the agency 
organization of the International Life, 
aided by the home offices employes and 
teams from the Toombs & Dailey In- 
vestment Company of Chicago, wrote 
$16,190,061 of new business in the 31- 
day period. A notable achievement of 
the campaign was the receipt on May 
31 of $3,290,570 of business in 927 poli- 
cies, by far the largest single day in 
the history of the company. 











Insurance Stock ! 








i \| 
Quotations | 
HARLES SINCERE & CO., Chi- 

cago investment house, gives the 


following insurance stock quotations as 


of June 18: 


Div 
Stock Bid Asked Share 
Abr. Lincoln Life 20 40 -P 6% 
Aetna Reine 2e8 2 100 880 900 33 
Central WestCas. 50 60 65 4° 
Chgeo. Nat. Life... 10 18 : 
Columb. Nat. L.. 100 380 : 7 
Commer. Cas..... 10 55 60 2 
Conn, Gen. Life 100 1750 1800 12&E x. 
Cont. Life, Ill... 10 155 - 1.60 
Cont. Casualty... 10 73 “95 1.60 
Cont. Life, Mo.... 10 20 23 10° 
Detroit Life..... 50 130 135 
Farmers Nat. L. 5 20 FP 20° 
Fidelity & Cas.. 25 205 215 5&Ex 
Internatl Life... 25 80 . 
Inter-South. Life. 1 60 5.75 6 
Lincoln Nat. Life 10 125 135 2.00 
Maryland Cas.... 25 165 aS > 4 50Ex 
Metropol. Cas.... 25 90 } 
Mo. State Life... 10 94 96 1,20 
Montana Life.... 10 15 Kae s 
National Cas..... 10 50 54 1.20 
New World Life. 10 17 18 Ss 
New York Cas... 25 100 108 4 
No. Amer. Life... 50 200 220 20% 
Old Line Life... 10 39 weae 15* 
Pacific Mut. Life 100 $00 1000 20 
Peoria Life...... 10 45 ih 16° 
Preferred Acci... 100 550 560 23 
Sun Life......... 100 2200 2400 25 


Travelers 100 1830 1860 
U. S. Fid. & Guar. 50 410 430 


16 
9&EX 


Wis. Nat. Life... 10 ces 8 


DECIDE THAT COURT CAN 
TRY CASE OF FOREIGNER 


The Oregon Supreme Court has de- 
nied the petition for rehearing in the 
case of Oregon vs. Tazwell. A decision 
has been handed down by the court 
directing the Circuit Court in Portland 
to take jurisdiction in the matter. The 
state acted in the case on behalf of 
Adolph Kahn, who brought suit to col- 
lect on a policy written by the New 
York Life in Germany. The _ policy 
was an endowment policy for 20,000 
marks. Mr. Kahn asked payment in 
American monev on the policy, which 
has matured. The issue before the court 
was whether an Oregon court had juris- 
diction in a suit in which a policy had 
been issued by a foreign corporation to 
a foreigner in a foreign country. 

The insurance companies contended 
that the suit must be brought in Ger- 
many and payment be made in German 
currency. This test case is said to in- 
volve indirectly some $52,000,000 in 
policies written in a similar way in Ger- 
many by old-line companies. 


Columbia Life Going Strong 


The Columbia Life of Cincinnati in- 
creased its net surplus by $30,000 the 
first five months of this year and also 
added $1,000,000 to its insurance in force. 
This is about twice as much gain in in- 
surance in force as was made the same 
period last year. 
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A New Wa y to 
Warm Up The 
Ice Bergs— 


Never before have 
Life Insurance men 
had the opportunity 
of really breaking 
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on If you called on those cold prospects—those hard headed—in Now what is it that makes the Estate-O-Graph so eminently 
- conference—no need for life insurance men ONCE A successful? Heretofore life insurance selling depended upon 
6: MONTH year in and year out If you did How far verbal and printed description—naturally there are limits to 
ax, would you get? such selling. 
4 
—_ Under such an attack—if it were physically possible, some The Chinese proverb which says a picture is worth 10,000 
Fd might succumb to the constant pounding—but by far and words is grounded upon fact—a good picturization of life in- 
‘ large most of them would be goaded into exasperation ready surance will convey more to the prospect than 10,000 words 
es to have you confined somewhere as a pest or nuisance. IF HE WOULD ALLOW YOU TO SPEAK THEM. 
oH Yet there is a way for you to call Upon EVERY one of your Thus the Estate-O-Graph warms up the prospect to the life 
95 prospects EVERY month and receive a cordial reception from insurance prospect—it opens up wholly unthought of applica- 
my each one. tion of life insurance. It goes down deep into that almost 
8‘ The way is the Estate-O-Graph—each month it calls upon — je megs dipontene ¥ a Facer pte «ode 
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What It Does 


DNIO art WD Ne 


Sells Life Insur- 
ance. 

Paves the Way 
for an _  Inter- 
view. 

Reminds the pros- 
pect of your 
visit. 

Puts Life Insur- 
ance ina NEW 
light. 

Visualizes Life 
Insurance 
through pic- 
tures and de- 
signs. 

Serves as a solicit- 
ing document. 

Influences wife of 








Probably no development of the 
twentieth century has had such 
immediate acceptance—such uni- 
versal success—as the Picture 
way of selling. Today most com- 
modities are sold through pic- 
tures. Hardly an advertisement 
appears today without a picture 
in it. 

So we of the National Under- 
writer Company reasoned — if 
other commodities and services 
can be sold through pictures— 
why not life insurance. 


The application of the idea re- 
sulted in the Estate-O-Graph. An 
eight-page rotogravure magazine 
containing no other name but 
that of the agent using it. 


what it costs.” This 24-page book containing in ad- 
dition valuable direct mail hints and selling sug- 
gestions will be sent free. Use the coupon 
please. 


And the remarkable part of it all is that y 
the Estate-O-Graph may be obtained 
for as low as y 


$8.00 
A MONTH 


(pe eee ee eee 


The National Underwriter, 
1362 Insurance Exchange, 
Chicago, Illinois. 


Send me a sample copy of THE ESTATE-O-GRAPH and a 
copy of the 24-page free book about this picture magazine. 


ee ae — Its success exceeded all expecta- TE chia 12 acivtidahdidhaie bebernniecenetnenawedsamaialee 
of your pros- tions—over 150,000 copies are 
™ pects, every | now being used every month and RR. a aiceninst eounionieabinainennael 
a month. the Estate-O-Graph is not yet 
Iso ~\ f one year old! 
rce. ae en ae eee eee Eee nee hi eg 
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Drifters 


. 


from first one organization and one job to 
another organization and another job may 
gain much experience, but they endanger 
the morale of their more reliable associates 
and leave behind only painful memories. 


Birds of Passage 


are a detriment to the life insurance pro- 
fession and a constant source of trouble, 
dissatisfaction, and expense—just as are the 
“drifters” in all other kinds of modern busi- 
ness. The new American Central System of 
agency building and remuneration holds 
little charm for the short-sighted “bird of 
passage.” These contracts are designed ex- 
clusively for those who are in the business 
as a serious life work, and enable the right 
type of man to assure his future wealth and 


independence. 
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UNDERWRITER 


E. W. OWEN ADDRESSES 
CHICAGO UNDERWRITERS 


“MAKING THE SALE” SUBJECT 


Detroit Regional Manager of Sun Life 
of Canada Gives Interesting Talk 
on Selling Methods 


Ernest W. Owen of Detroit, regional 
manager there for the Sun Life of Can- 
ada, addressed the annual election meet- 
ing of the Chicago Association of Life 
Underwriters on Friday last week on 
“Making the Sale,” a subject that gave 
him ample scope for a combination of 
sales sense and wit that kept his audi- 
ence at attention throughout his talk. 
Mr. Owen opened by emphasizing the 
point that success in any sales effort 
depends in a large part on the sales- 
man’s mental attitude. “The man who 
thinks things that are big and success- 
ful will do things that are big and suc- 
cessful,” he said. “The big factor in the 
sale is the man who is making the sale. 

“Regardless of what else may be said 
about selling,” Mr. Owen continued, 
“the sale is made when the man you 
are trying to sell thinks as you think.” 
He then detailed, with the aid of a 
blackboard, the steps the salesman must 
use to bring the prospect into mental 
harmony with him. He said that when 
the salesman steps into the presence of 
the prospect the important factors are 
the first 12 feet, the first 12 inches, the 
first 12 seconds and the first 12 words. 


Appearance, Deportment Factors 


Regarding the first 12 feet and the 
first 12 inches, Mr. Owen said that the 
essential factors are the salesman’s ap- 
pearance and deportment. “Do you 
step into a man’s presence like a failure 
or like a success?” he asked. “Do you 
display fear or confidence?” 

He next listed the corridors into a 
man’s mind, beginning with the visual 
and running through to the thermal. 
Impressions are of a number of kinds, 
and it is the salesman’s task to discover 
which his prospect, reacts to most 
strongly and concentrate on them. 


Urges Larger Policies 


In closing Mr. Owen insisted on the 
life insurance salesman’s duty of trying 
always to increase the size of a policy 
at the time the policy is delivered. To 
illustrate the necessity he detailed on 
the blackboard some of the things a 
$1,000 policy will do and the many 
things it will not do, and also gave from 
his own selling experience examples of 
how he increased the size of policies at 
delivery time, to the assured’s advan- 
tage. 


DOMINION DEPARTMENT ASKS 
ABOUT LAPSE EXPERIENCE 


OTTAWA, ONT., June 21.—The Do- 
minion insurance department has again 
sent out a circular letter to all life com- 
panies operating in Canada in an effort 
to obtain all information available re- 
garding the problem of lapsation. A 
similar letter was sent out in 1925, but 
the replies received at that time went 
to show that the records of the com- 
panies were not, as a rule, maintained in 
such a manner as to facilitate the com- 
pilation of a lapse experience, accord- 
ing to duration of policies. 

While this experience was not obtain- 
able at that time, the companies almost 
without exception expressed their will- 
ingness to maintain a record for the 
future from which this experience could 
be derived. In the hope that a suffi- 
cient period has now elapsed to make 
possible the collection of information 
which may be of assistance to study this 
vital problem, the department is now 
sending out another request of similar 
character. 
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REVIVAL OF INTEREST 
IN BANK SAVINGS PLAN 


SEE MORE PERMANENT TREND 


Life Insurance Companies That Sell 
Ordinary Life With Deposit Account 
Are Well Satisfied 


Scemingly there has been a revival of 
interest in bank savings account and 
life insurance proposition Che inter- 
locking relationship of a savings account 
and life insurance is no new thing. Many 
attempts have been made in the past t 
devise plans to create interest in this 
scheme. There has been much experi- 
mentation. The plan whereby term life 
insurance was hooked up with bank sav- 
ings has been only moderately success- 
ful. i ; 

Makes a Strong Appeal 


Ihe savings banks declare that where 
a unit is established, guaranteeing at the 
end of a certain period, say 10 years, a 
depositor will have so much in securities 
and so much in life insurance it makes 
the strongest appeal For example a 
unit of $1,000 in securities and $1,000 in 
ordinary life insurance at the end of 1i( 
years can be realized by depositing s« 
much per month. The monthly deposit 
is fitted to the unit. A depositor can 
take as many units as he desires. It has 
been found in some cases that this plan 
has been so attractive that wealthy 
young men are paying in at the rate 
of $300 a month or more, in order to 
create a sizable fund at the end of 1 
years. Usually the units run about $10 
a month. Some banks make the ulti- 
mate unit $1250 in securities and $125( 
life insurance. Some banks make the 
total fund plus the cash surrender of 
the life insurance equal to $1,000 or 
whatever the ultimate sum may be. 


Get Specialty Salesmen 


The most successful plan of securing 
depositors is to get specialty salesmen 
to do the work. Life insurance men are 
found to put the pressure entirely on life 
insurance as they see more coming tc 
them if life insurance alone is sold. The 
specialty salesmen are given sufficient 
knowledge about life insurance so that 
they can make an intelligent approach. 
The main stress is put on the monthly 
deposit. Banks that have followed this 
plan consistently have built up and 
strengthened their savings deposit de- 
partment. For instance, it is stated that 
of all the savings accounts in the Harris 
Trust Bank of Chicago, 25 percent have 
life insurance on its savings system plan 


STATE MAY INVESTIGATE 
SALARY OF OFFICIALS 


The controversy between the Ohio in- 
surance department and the National 
Mutual, the Celina Mutual Casualty and 
E. J. Brookhart, as secretary and gen- 
eral manager, was finally settled this 
week, after it had been carried to the 
United States Supreme Court. Mr. 
Brookhart had been paid a salary which 
was thought excessive by the insurance 
department so it refused to reissut 
licenses to the companies concerned. One 
of the important features of the case 1s 
that the court recognizes the right of the 
state to inquire into salaries paid by 1n- 
surance companies and other concerns 
to see that they are not excessive 


Register Life Convention 


Thirty general agents of the Registet 
Life of Davenport will attend the sales 
convention of that company to be held 
at Colorado Springs, July 8-12. Those 
attending the meeting from the home 
office will be Dr. George E. Decker, 
president: A. E. Littig, secretary-treas- 
urer; L. J. Evans, manager of the sales 
department, 
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PRODUCTION FOR MAY 
SHOWS GREAT INCREASE 








OVER 18 PERCENT GAIN MADE 











Business for First Five Months 6.5 
Percent Greater Than for 
Last Year 
NEW YORK, June 21.—New life in- 


surance production in May was 15.6 per- 


cent greater this year than in 1927. Such 
writings the first five months of this 
vear were 6.5 percent greater than dur- 


ing the corresponding period of last 
vear. These results are shown by a 
compilation by the Association of Life 


Insurance Presidents. The 
bines the records of new 
production, exclusive oi 
and dividend 
member companies having 82 percent ot 
the total life insurance in all United 
States legal reserve companies. 


lite 
revivals, 


Insurance 
in- 


creases 


May Writings Summarized 


For May, new ordinary insurance 
amounted to $749,297,000 against $699,- 


846,000 In 1927, a gain ot 7.1 percent. 
New industrial amounted to $216,596,000 
in 1928 against $241,662,000 in 1927, a 


decrease of 10.5 percent. New group 
insurance was $205,195,000 against $45,- 
683,000 last year, a gain of 349.2 per- 
cent. The aggregate of all classes was 
$1,170,888,000 against $987,191,000 in 
027, a gain of 18.6 percent. 
For the five-month period, new ordi- 
ary insurance amounted to $3,473,140,- 
COO) against $3,393,124,000 during the 
corresponding period of last year, a gain 
f 2.4 percent. New industrial was $1,- 
208,160,000 against $1,103,151,000, a gail 
] percent New group insurance 
was $463,534,000 against $336,264,000, a 
in of 37.8 percent. The total written 
the first five months of 1928 was §$5,- 


a5 


report com- 


additions, of 44 | 





LIFE INSURANCE EDITION 








144,834,000 against $4,832,539,000 during 


the same period of 1927, an increase of 
6.5 percent. 


EVANSVILLE AGENTS MEET 





Woman With Three Children Qualifies 
for Honor Club of Northwestern 
Mutual Life 





The Evansville, Ind., agency of the 


Northwestern Mutual Life in charge of 


General Agent B. A. Million held an 
zli-day meeting last week. Over 60 
people witnessed the presentation of 


prizes to the winners of the May quota 


contest. Vice-president M. J. Cleary 
spoke on “Northwestern Ideals.” Gen- 
eral Agent J. M. Cowan of Aurora, 
Ill, spokq on “The Baby Agency. 
| Lieutenant-Governor F. Harold Van 
Crman spoke on “Our Field.” Roger 
Clark, from the home office, read a 


telegram stating that Mrs. Grace Nieder- 
haus had qualified for Marathon 
Club with 101 lives. 


the 


Mrs. Niederhaus and her husband, 
Fred Niederhaus, are writing together 
at the rate of about $1,500,000 a vear 


hey live 13 miles from the Evansville 
cfhce and run a farm. They have three 
children, the youngest of which is onl\ 
three years old and vet Mrs. Niederhaus 
succeeded in reporting 44 lives 
May, thus qualifying for company’s 
Marathon Club. Mrs. Niederhaus 


during 
the 


is the 


only Marathonian from Indiana this 
vear. The club has only about 50 mem- 
bers from the entire agency force each 
Vear, 


May Write Juvenile Policies 
rhe Bankers Reserve Life 
is considering the issuance of juvenile 
policies on the 20-payment life and 20- 
vear endowment basis, issued from birth 
with rates and benefits up to age 10. 
The company has sent out a query to its 
agents asking whether these would he 
beneficial in securing business. 


of Omaha 





| jans will be honored at the 


NORTHWESTERN MUTUAL 
AGENTS QUALIFY FOR CLUB 





R. E. POWLESS IS PRESIDENT 


Fifty Agents in Marathon Club Will Be 
Honored at Convention in July 
at Home Office 


MILWAUKEE, WIS., June 21 
Fifty the Northwestern Mu 
tual Life have qualified for membership 
in the Marathon Club, according to the 
department of the company. 


agents ol 


agency 


kK. E. Powless, district agent at Pem- 
berville, O., will be president of the club 
this year by virtue of having written 


insurance on more lives than any other 
agent of the company. 


Mr. Powless lives 


wrote 195 during 
the last agents’ year and is winner ot 
the Marathon cup and the prize of the 


agents’ association. The Marathon cup 
this year is to be presented by Charles 
H. Parsons, superintendent of agencies. 
rhere is a_ special the 
presentation of the cup this year, inas- 
much Mr 


significance to 
Powless received his first 
contract with the Northwestern Mutual 
from Mr. Parsons, when the later was 
general agent of the company at Toledo 
Mr. takes great pride in the 
fact that one of his former agents will! 
be the first winner of the cup presented 
by him 


as 


t’arsons 


One of the outstanding producers o! 
the Marathon Club is Herman Duvall of 
New York City, who has been a con 


tinuous member of the club since it was 
organized 13 vears Mr. Duvall was 
runner-up to Mr. Powless this year. He¢ 
paid for 159 lives the past agents’ year 


apo, 


During the 13 years of the Marathon 
Ciuh’s existence he has written 1,881 
lives und paid for $22,839,640 worth o! 


insurance them. 
Mr. Powless and his fellow Marathon- 
annual mect- 


on 


association of agents at the 


the 
ome, July 23 to 259 


ing ol 


Whe 


Largest Policy Written 
Taken By Metropolitan 


Che Metropolitan Life last Friday is- 
sued a $1,500,000 policy, it being a 25- 
year endowment on the life of a busi- 
ness man in New York Phis said 
to be the largest single policy ever is- 
sued by one company rhe annual 
premium was in excess ot $70,000, Ow- 
ing to the extensive reinsurance facili- 
ties of the Metropolitan it was able to 
issue this large policy. Clinton David- 
son, head of the Estate Planning Cor- 
poration, obtained the application. Ke- 


decided t 
broke rs 


broker. 


cently the Metropolitan Life 
accept business from in 
[his came 
route 


sural 
therefore through the 


ane 


Takes Over Mid-Western Life 


\t a meeting of stockholders of the 
United Insurance Company of Chicago, 
the officers were authorized to complet 
a reimsurance agreement under which all 
the business of the Mid Western Life 
will be assumed by the United Ihe 
United is a legal reserve company Phe 
Mid-Western Life is an assessment con 
pany The Mid-Western Life busi 
ness however, is carried at regular old 
line rates so that there will bx 1 need 
of any adjustment It has been cor 
ducted by the same officers as thos« 
the United. 

Will Start July 1 
Che American Security Life of Bir 


mingham, Ala., expects to start business 
on July 1, and to have between $3,000, 
000 and $4,000,000 of insurance writ 
ten in its five weeks’ charter campaig¢ 

which will give the new company a nice 


start Its rate book and policies are 
being printed by The National Under- 
writer Company and are thoroughly up 


to-date in every respect 








EASIER SELLING 


RATES FOR $10,000 


Premium 
$172.40 
$226.50 
$396.10 
$641.80 


*Based on 1928 Dividend. 


Ist year* 
Dividend 
$28.50 
$29.50 
$31.50 
$36.50 


Net Cost* 
$143.90 
$197.00 
$364.60 
$605.30 


PHILADELPHIA 


Walter LeMar Talbot, President 


Sales resistance is not wholly a matter of price — but price is an important factor, it 
cannot be denied. This is a day of programming insurance needs, and the attractiveness 
of the program depends upon the attractiveness of the rate. 

Fidelity Mutual recognizes this and meets it with a New Low Rate Life Policy, 
adopted, May 15th. The Golden Anniversary Year of the Company is thus marked by a 
forward step which very definitely makes easier selling for its field. 

This new and unusual policy is offered only to preferred risks ages 20 to 60, in amounts 
of not less than $5,000. Permanent Total Disability and Double Indemnity Benefits are 
issued in connection with this plan. 

Typical rates quoted below will indicate how attractive the figures are. 


Agency connections available in forty states—on a live-and-let-live contract. 


The Fidelity Mutual Life Insurance Company 
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SCORES A BIG HIT AT WICHITA 














ing in a desire to emphasize the | and 


K ANSAS Insurance Day, originat- | Evans of the Home Life of Little Rock. 


value of 


the public at large, 


celebrated last week at 
ing the first day of. the kind in the 
A strong orgapization commit- 
tee buttressed by an especially effective 
local coterie of men at Wichita had the 
plans well matured and produced a pro- 
gram covering a wide field. 
f the Security 
Lincoln. chairman of the insurance di- 
vision of the Lincoln Chamber of Com- 
chairman 
braska Insurance Day, was present and 
brought greetings from that state. 4 
Hyde did yeoman service in connection 
with the successful Nebraska Insurance 
committee 
Oklahoma City consisting of A. C. Di- 
mick, insurance editor of the Oklahoma 
vice-presi- 
Insur- 


state. 


Hyde ot 


merce and general 


Day celebration. <A 


“News”; E. R. 
dent, Oklahoma 
western Mutual at 


similar performance. 


Many Notables Were Present 


to Give Support 


Insurance Commissioner R. | ings must swing outward. He said 
taker, State Fire Marshal El-| that about 95 percent of these. doors 
stun, Frank M. Chandler of Chicago, | have now been so adjusted. 
chairman of the Insurance Federation | there are screens on windows in school 
insurance day committee; Stanley W./} houses they must be on hinges so they 
Maynard of Chicago, vice-president | can be readily opened. 

New York Indemnity; President Ray | 
B. DuBoc of the Western Automobile | Father of Insurance Day 


of Fort Scott, Kant; Secretary and Gen- 
eral Manager F. H. Scholle of the Kan- 
sas Life of Topeka, Vice-President C. 1 


insurance 
men in the business themselves and to 
successfully 
Wichita, it be- 


was 


Mutual 


Ledbetter, 
Association 
ance Agents: Russell Law of the North- | has 
Oklahoma 
president of the Oklahoma City Life 
Underwriters Association, was on hand 
to see if Oklahoma should not stage a 


both 


of | ufacturing 


Ne- 
Mr. 


from 


City, 


the officers of the local 


the | companies were all present. 


Fortunately Kansas Insurance 


ing presiding officer in 


the general 


performer at all stages of the 


business. It 





familiarly known as “the air 


of the United States.” 
Insurance Superintendent 
Was a Speaker 


has done some _ splendid 


ovation. Captain 


been eminently 


held the law in every respect. 


Movement Gave a Talk 
Frank M. 


fs 


Wichita 


Day 
had a most versatile, forceful and pleas- 
Sert Mitchner 
of Hutchinson, who was chairman of 
committee. He is a star 
game. 
Mayor Frank Dunn of Wichita gave the 
welcome, calling attention especially to 
A. | Wichita as a factor in the airplane man- 
now produces 
more than 25 percent of the aircraft be- 
ing manufactured in the country and is 
capital 


Insurance Superintendent Baker, who 
work during 
his term of office, was given a special 
Baker has stood for 
insurance of the right kind in Kansas, 
fair and has up- 


W. A. Elstun, the state fire marshal, 


| called attention to the fact that the 
| Kansas fire waste is about $4,000,000 
annually. He said that everybody 


should be interested in fighting firebugs. 
Under a recent law in Kansas, doors in 
school houses and other public build- 


Where 





Chandler of Chicago, as- 
sistant manager of the Employers Lia-| gerous 


UNDERWRITER 
bility and American Employers, the 
originator of the state insurance day 
idea who was the general chairman in 
Indiana when it celebrated its first in- 
surance day, was one of the interesting 
speakers of the occasion. He said that 
1 registration of 300 like that at Wich- 


ita is a most gratifying beginning. He | 


feels that the contribution of insurance 


| to business and industry is not yet ap- 


preciated. Insurance has not interpreted 
itself to the public as it should. He 
said that the insurance day gatherings 
will bring about a better understanding 
among the various classes of insurance 
people themselves. He thinks that at 
the time of the insurance day meeting 
other organizations should hold sessions 
at the same place and in the same week. 


Wants World’s Insurance 
Congress Arranged 


Mr. Chandler referred to the Chicago 
World’s Fair to be held in that city in 
1933 and suggested that the insurance 
men prepare for a world’s insurance 
congress and a great national insurance 
day at that time. He believes that peo- 
ple should think of insurance in terms 
of protection instead of loss payments. 
All insurance men, he said, should com- 
bine to keep the government out of in- 
surance or any private business. He 
said that aviation insurance will receive 
more and more attention from com- 
panies because increasing demands are 
being made on them for protection. He 
urged more educational activities for 
casualty insurance. Mr. Chandler said 
that workmen’s compensation insurance 
is being written at a loss. The rates 
are not high enough. He said that com- 
pensation needs state supervision, but it 
should be tempered with good judg- 
ment. He said that companies are be- 
ing imposed on by doctors who haven't 
much conscience and malingering claim- 
ants. 

Mr. Chandler stated that the com- 
panies are doing much in reducing dan- 
industrial hazards. He _ said 
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however they are not receiving the sup- 
port in their campaign for accident pre- 
vention from state authorities as they 
should. 

In referring to compulsory automo- 
bile insurance Mr. Chandler said that 
much can be done to reduce accidents 
which will be more effective from a pub- 
lic standpoint than trying to force peo- 
ple to carry insurance. He said that if 
the insurance men will go after busi- 
ness more and get more people to take 
liability insurance the less demand 
there will be for compulsory insurance 
He said that the results of the compul- 
sory automobile liability law in Massa- 
chusetts are very questionable. The 
Connecticut and New Hampshire laws 
are far more effective. Mr. Chandler 
urged the cooperation of all classes of 
insurance men to uphold the insurance 
business as a whole. 


Charles T. Evans of Arkansas 

Scored a Big Hit 

Charles T. Evans of Little Rock, 
Ark., vice-president of the Home Life 
and Home Fire of that city, speaker 
extraordinary and ambassador of good 
cheer and fine sentiment, spoke on 
“Life Insurance as an Aid to Living.” 
Mr. Evans never fails to score a big hit 
when he speaks. His Negro stories and 
his wholesome, homemade sentiment 
are always relished. Mr. Evans in his 
talk said that there are no degrees of 
honesty in the insurance business. He 
was speaking of the qualities that an in- 
surance man should have. He put hon- 
esty first. In the second place he put 
intelligence. Industry also is a char- 
acteristic that should accompany a suc- 


. cessful insurance man. He mentioned 


thrift as an accompaniment to real 
achievement in insurance. An insurance 
man should be able to save money. He 
becomes his own manager and he should 
learn how to master himself. Next he 
put preparation. He said that com- 
panies and general agents are too prone 
to put men in the field before they 
know their business. They should know 














Founded 1869 


ACACIA MUTUAL LIFE ASSOCIATION 


WILLIAM MONTGOMERY, President 


As a Temple of Service to its members 
ACAC!A dedicates the first unit of its 

magnificent new Home Office Building | 
Built within the very shadow of the Nation's 
Capitol, it is the club home of its policy- 
holders as well as the workshop of its hun- 


dreds of employes. 


Unique in organization, and remarkable in 

the record it has made, ACACIA continues 

to be increasingly great and useful. [ts new | 
home will stand as a monument to the high 
hopes of its founders and to the hundreds 
of thousands who continue to perpetuate 
its work through their creative partnership. 


WASHINGTON, D. C 


: a 
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what they are doing. Next he would 


place ambition in the list. Every man 
eeds a spur. Lastly, he put imagina- 
tion on his card. He said that real 


magination will open the 
urance men to what insurance will do 
or people. 

Harry Curran Wilbur of Chicago gave 
a comprehensive address showing what 
fire insurance is doing in the life of the 
ation. His statistical background to 
is talk showed a depth of study and 


eves of in- 


range of vision that made his address 
impressive one. 

C. M. Cartwright of THe National 
NDERWRITER gave a practical talk on 
people should link up in 
with the papers. 


OW msurancce 


logical way 


Weatherwax Was a Great 
Leader in the Singing 


Weatherwax, manager of the 
wuardian Life at Wichita, led the com- 
iunity singing. In that role he evoked 
uch enthusiasm. Chairman Mitchner 

appointed an organization committee to 
cet during the noon hour and decide 
vhether Kansas Insurance Day shall be 
erpetuated. It was decided to do so 

W. S. Thompson of Hutchinson urged 
is city as the meeting place for next 
car. Frank L. Britton, state agent of 

the North British & Mercantile, set 
rth the claims of lopeka as a meet- 
ng place. The organization commit- 

tee will decide the time and 
e meeting, 


Lester 


place of 


Organization Committee 
For Next Year’s Work 


Phose appointed on the general com- 
ittee for next year by Chairman 
Mitchner were: Koy F. Preston, H. A. 
Klin, Roy E, Eblen, Frank B. Jacob- 
shagen, H. A. Braunagel, Clayton Mam- 
el, H. K. Lindsley and Duane T. Sto- 
ver, Wichita; Clyde W. Miller, H. O. 
McIntosh, W. B. Gasche and O. T. 
ropper, Topeka: 1. J. Talbott, Kansas 
ty; Fred Hans, Great Bend: R. B. 
Fort Scott: Glenn Charlton, 
awrence; John J. Eberhardt, Salina: 
Seymour Drehmer, Dodge City: Frank 

Barlow, Wellington: Bert S. Berry 
d Bert Mitchner, Hutchinson, and 

T. Ellis, Pittsburg These are prac- 
ally the same men that composed the 
general committee for the 1928 meet- 
ng, which was organized as follows: 
seneral chairman, Bert Mitchner: enter- 
tainment and reception committee, 
Duane Stover; finance committee, Roy 


luboc, 


E. Eblen; speakers’ committee, Frank 
Kk. Jacobshagen; publicity committee, 
Kert S. Berry; secretary, Rov F. Pres- 


ton; treasurer, H. A. Blinn. 
\ meeting of the general commitiec 
planned for an early date at which 
1¢ the committee will be reorganized 


and the place for the 1929 meeting se- 
lected. 


Banquet Was Fitting Close 
to the Day’s Program 


\ most enjoyable and fitting climax t« 
the first Kansas Insurance Day was the 
hanquet where nearly 400 feasted. Bert 
Mitchner was the well qualified toast- 

aster, and following the banquet, dur- 
ng which Lester Weatherwax aroused 
enthusiasm with community singing, 
ntroduced those responsible for the 
huge success of the day. most of whom 
were seated at the speakers’ table and 
ncluded F. B. Jacobshagen, Roy F 
Preston, Duane T. Stover, Roy E. Eb- 
en, H. A. Blinn, Bert S. Berry, H. O 
McIntosh, J. H. Jones and E. B. Fer- 
gus. Frank M. Chandler and Superin- 
endent Baker. both of whom had spo- 
ken earlier on the program also wer 
ntroduced 

Following these the speaker of the 
evening, Dr. Dewey Short of South- 
western college, was presented. He in- 
troduced himself as a “college profes- 

half the time, Methodist minister 


: ; Seo ate all th 
the time and politician all the 


1 





time.” He had made an air trip from 
Kansas Citv, where he was a sergeant- 
at-arms at the Republican convention, 
to he 


ior 


present. He is a candidate 
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congress from the 14th district in Mis- 
souri. 

Dr. Short, while not an insurance 
man, gave one of the most interesting 
talks of the day’s program. His re- 
marks were overflowing with wisdom, 
wit and facts and his subject “The 


Place and Function of Insurance in the 
American Life” was well covered. 
Starting this discussion with the ques- 


tion, “Do you longer need to give an 
excuse for your existence?” he said in 
part: 

“In the last decade insurance has 
taken its place beside agriculture, 
and oil and is more basic than any of 
these other. Without the protection it 
offers none of the others could be con- 
ducted successfully, as it is absolutely 
necessary to these. Furthermore it is 
an absolute prerequisite to any enter- 
prise.” 

Dr. Short stated further: “There has 
been an increase in the ethics and stand- 
ards of the men of the business. Time 
has now come that insurance has 
reached that exalted place so that every- 
one who sells it has the respect of the 
community.” 

He declared that “insurance has an 
important role and function to perform 
and without it there would be no eco 
nomic security or political security, both 
of which are necessary to assure a pros- 
perous and peaceful nation.” 


steei 


AETNA LIFE COMPANIES 
ESTABLISH LEGAL DIVISION 


HARTFORD, June 20.—A legal divi- 
sion has been established which will be 
common to the Aetna Life and its affi!- 
iated companies for the purpose of 
supervising the legal relationship of the 
companies with the various states ane 
their insurance departments. The divi- 
sion will direct the conduct of litigatior 
and other legal matters arising out of 
those relationships and will also deter- 
mine the legal correctness and efficiencr 
of all the various forms of contract of 
insurance, reinsurance and _ suretyship 
entered into by the companies. 

The division will be under the direc- 
tion of Oliver R. Beckwith and Rober* 
FE. Hall. counsel of the Automobile, will 
be immediately associated with Mr 
Beckwith in this work. 

Mr. Beckwith recently resigned the 
presidency of the London & Lancashire 
Indemnity. Before his association with 
that company he was for many years 2 
member of the Aetna organization. Mr 
Beckwith’s long service as an officer of 
the Aetna his departure from the 
organization six vears ago a matter of 
much regret, according to President M. 
B. Brainard, and his return to it will be 
a source of pleasure to evervone con- 
with the Aetna Life and affil- 


made 


nected 
iated companies. 
PRIGGER MENTIONED 

FOR COMMITTEE POST 


A. C. Bigger. president of the Amer- 
ican Life of Dallas, is being spoken of 
for a place on the executive committee 
of the American Life Convention when 
the annual meeting takes place in St 
Louis next fall. Mr. Bigger is one of 
the popular and able men of the organi- 


zation The American Life, which 
originally started to do a reinsurance 
business, is now doing a direct busi- 


ness as well. Mr. Bigger was one of the 
hosts at the Dallas meeting last vear 
and did much to make the stay of the 
delevates and visitors profitable and in 
teresting He is regarded as one of 
the strong men of the American Life 
Convention. 





Licensed in New York 
The organization of the Pilot Life Re- 
insurance of New York has been com- 
pleted and the company has received its 
license from the New York department 
The company has $500,000 capital and 
$500,000 surplus. Tohn Van _ Etten 


Westfall is president. 
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A GRADE-A 
OPPORTUNITY 


For An Experienced 
Supervisor of Agencies 


A widely known and fast grow- 
ing Life Insurance Company has an 
important place open in its organ- 
ization for a Supervisor of proven 
ability. 





The territory is Illinois. 


The work consists of co-operating 
with a number of established 
agencies as well as development 
of new territory. 


Here is an unusual opportunity 
for a man between the ages of 35 
and 50. Salary and bonus ar- 
rangement. 


Write us in confidence-—our own 
organization knows of this adver- 
tisement. 


There is a similar opening in the 
Middle West — headquarters pre- 
ferably in Minneapolis. 


Address F-87 


care The National Underwriter 
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NYLIC INCENTIVES and AIDS TO SUCCESS 










Only 33% Term 


gq In 1927 Nylic Agents placed over $927,- 
000,000 of New Insurance, distributed by 
policies as follows: 








Whole, and Limited Number Amount 
Payment, Life 255,226 $791,308,900 
Endowments —— 48,182 104,881,500 
; re 4,907 31,277,600 
Total . . - . . 308,315 $927,468,000 














Term Insurance was only about 314% 
of the Total 


q Most underwriters agree that, in general, 
life and endowment policies are best for 
policy-holders. 


gq Nylic rules and training strengthen Nylic 
Agents for meeting “sales resistance.” 
Consequently they do not use Term In- 
surance as an easy answer to “I can’t af- 
ford it.” 






“Is it any wonder that, measured by 
usual standards, Nylic agents are 
industrious, persistent, satisfied 
and happy?” 


NEW YORK LIFE INSURANCE COMPANY 


DARWIN P. KINGSLEY, President 





346 BROADWAY, NEW YORK 
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EQUITABLE LIFE AGENTS 
TO MEET AT MONTREAL 


PRODUCTION CLUBS ATTEND 





Iowa Company Expects Over 300 Men 
July 11-12 at the Annual 
Meeting 





The 1928 meeting of the Ten-a-Month 
and Twenty-a-Month production clubs 
of the Equitable Life of Lowa will be 
held in Montreal July 11-12. More than 
300 agents of the company who wrote 
in excess of $3,600 in paid-for first year 
premiums in 1927 will meet for the con- 
vention. This will be the last time the 
two clubs will meet together, since the 
President’s club, which is the new name 
for the old Twenty-a-Month club, will 
convene in Denver next year, and the 
Agency club, the old Ten-a-Month 
club, will met in Chicago. The Organ- 
ization club, composed of general agents 
excelling in organization and agency 
supervision, will also be in attendance 
at the convention. 

The officers of the Twenty-a-Month 
club are: J. D. Wainwright, New York 
City, president; L. G. Hanmer, New 
York City, vice-president; and A. R. 
Dunn, Pittsburgh, secretary. The Ten- 
a-Month Club officers are: E. Arneson, 
Benson, president; J. H. Cummins, 
Waterloo, vice-president; and E. G. 
Eustis, Atlanta, secretary. The Organ- 
ization Club has the following officers: 
G. U. Silzer, Sioux City, president; Wal- 
ter St. John, Des Moines, vice-presi- 
dent; F. A. Smart, Detroit, secretary. 

Vice-President F. W. Hubbell will 
preside over the joint meetings of the 
three clubs at Montreal. 


MUCH INTEREST IN 
RECENT DECISION 


(CONTINUED FROM PAGE 3) 
the income tax rules as to life com- 
panies in order to get greater revenue. 
Reed Made Determined Effort 


While Senator Reed was defeated in 
committee, he tried many times to bring 
the matter up on the floor. It was only 
by the hardest kind of work that his 
measure did not carry. The American 
Life Convention companies did yeoman 
service in convincing their senators that 
there should be no change in the tax 
system. Since the United States Su- 
preme Court decision in cutting down 
the tax in aggregate, it is thought that 
Senator Reed will have far more mo- 
mentum in the cause he is advocating. 

Senator Reed was anxious to get the 
income tax practice of life companies 
amended so that profits on investments 
would be taxed, which is not the case 
at present. 


CONTINUE CONFERENCES ON 
CHANGE IN NEW YORK LAW 








NEW YORK, June 21.—A_ further 
conference regarding suggested changes 
in section 97 of the New York insur- 
ance law, was held at the city offices of 
the insurance department this week, be- 
ing attended by representative company 
actuaries, general agents and depart- 
mental actuaries. While no definite 
conclusions were arrived at, distinct 
progress was made toward a clearer 
understanding of the effect the proposed 
changes in the statute would have, were 
they sanctioned by the legislature. Fur- 
ther sessions will likely take place from 
time to time, as may be called by Super- 
intendent Beha. 


California State Life 


The California State Life has liberal- 
ized its policy so that children of 10 
years of age can be insured. Hereto- 
fore the minimum has been age 16 
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W. ROLLA WILSON JOINS 
STAFF OF OLD LINE LIFE 


BECOMES FRY’S ASSISTANT 


Formerly With Northwestern National 
and Central Life of Illinois in 


Executive Capacities 


The Old Line Life of Milwaukee an- 
nounces the appointment of W. Rolla 
Wilson as insurance assistant to Presi- 
dent Rupert F. Fry. 

Mr. Wilson plans to devote several 
months to agency work out of the home 
office, after which he will undertake the 





W. ROLLA WILSON 


agency directorship in the northwest 
territory, embracing the northwestern 
states, with headquarters at Minneapolis 
This appointment will keep Mr. Wilson 
in close touch with the home office at 
all times. 

Mr. Wilson was vice-president and 
superintendent of agents of the North- 
western National for eight years. He 
has been vice-president and agency di- 
rector for the Central Life of Illinots 
for the past three years. 


ANNOUNCE CONTEST WINNERS 


Leaders in President’s Month of Pan- 
American Life Given Hand- 
some Trophies 





The resuits of the president's month 
March, 1928—campaign of the Pan- 
American Life have just been announced 
\ new feature of the contest was the 
division of the field organization into 
five classes according to self-imposed 
quotas and the awarding of prizes on 
a paid-for basis. 

The Crawford H. Ellis loving cup 
awarded to the leading producers in the 
United States was won by the Green- 
Campbell Company of Los Angeles 
The leader in each class was presented 
with a 19-jewel solid white gold colonia 
watch. These watches were won by 
A. T. Day, Lexington, Ky.; W. L 
Thompson, Lakeland, Fla.; J. W. Me 
Crary, New Orleans; William Mende: 
hall, New Castle, Ind.; C. W. Tatum 
Simsboro, La. The second leader 
each class was presented with a ham- 
mered silver thermos set. These sets 
were won by F. J. Selman and F. S 
Fiasconaro of New Orleans; J. H 
Roache, Lexington, Ky.; D. R. M 
Brayer, Shelby, N. C.; W. L. McLaw 
horn, Hanrahan, N. C. Other repres 
tatives qualifying under the contest 
were presented with handsome wallets 


Members of the D. Herbert Thompson 
agency of the Philadelphia Life, a 
Bridgeton, N. J., were entertained by M: 
Thompson at his country club recent! 
Vice-President Jackson Maloney and 
Austin Miles, Jr., being on hand from 
the home office 
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THE 


PROGRESSIVE TREND 


OF 


The Minnesota Mutual Life Insurance Company 


as shown by “Sales Aids” available for Field Representatives now 


























For Th ; 

p thor . An exceptionally complete and up-to-date Rate Book. 

ens 

| 

— A wide variety of Policy Contracts to fit every need. 

For The A Sales Manual of “Working Plans” on Salary Continuance— 

Agent Educational Plans—Retirement Income Bond—etc. 

For ee . - 

| General The most definite aids for selection, education, training and super- 
Agents vision of any Company in the United States. 











If you are interested in a General Agency 


write 


The Minnesota Mutual Life Insurance Company 


We 


SAINT PAUL, MINNESOTA 


May Have an Opening Where You Want It. 
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720 N. MICHIGAN BLVD. 


CHICAGO, ILL. 


—_—— ee 


THE CENTRAL LIFE 
INSURANCE COMPANY 


of ILLINOIS 


Real Sales Service for Agents Children’s Policies from Date of 
Practical Sales Course Birth 
Profit Sharing Bankers’ Plan Mortgage Coverage 
Participating and Non-Participat- Non-Medical 
ing Policies Preferred Risk Policies 


Ratio of Assets to Liabilities, 112 percent. 

Interest earned on mean invested funds, 6.03 percent 
Capital and Surplus funds, $903,325.65. 

Insurance in force, over $58,000,000.00. 


Offers old time General Agency contracts—Non-forfeitable renewals—top first year commissions in 
the following States: 


California Idaho Illinois Kansas Michigan Montana Nevada 
Colorado Oregon Indiana Wyoming Minnesota Ohio South Dakota 
Florida Utah Iowa Texas Missouri Nebraska Pennsylvania 


CENTRAL LIFE INSURANCE COMPANY 


of Illinois 
W. H. Hinebaugh, President S. B. Bradford, Secretary 
Minor Morton, Agency Director : 

















14 


SEE DANGER IN HECTIC 
PRESSURE FOR VOLUME 


(CONTINUED FROM PAGE 3) 


profits by shareholders, is likewise a fea- 
ture which reacts unfavorably among the 
public and does not build for good will 
im the business. This is closely allied 
with the matter of the marketing of im- 
surance shares, for it is more often than 


not linked up with the market fluctua- 
tion of the shares. .In this way vast 
sums are made by some individuals, but 


those for whom the business is operated 
gain nothing and lose in a weakened 
financial condition of the company. Such 
sums can not be taken out of an organi- 
zation without weakening the structure 
Factor of Interest Income 


“Another factor which is distantly re- 
lated to market conditions is that of divi- 
dend rates, and this is an important one 


today, inasmuch as life insurance plans 
in many offices are being built around 
the present rate of interest. This rate 
has started on a downward curve and 
shows a promise of continuing down- 
ward. The new funds that are being in 


vested are going into the field at a much 
lower rate than true three 
years ago and as the years pass this rate 
will become still lower. It does not take 


was two or 





| interest rate, 


THE NATIONAL 
many years for this to become a decided 
factor in company income. A reduction 
1 percent in interest de- 
cided factor in company income when 
the total funds are considered or when 
any one year’s investments are consid- 
ered. A company program which is 
based upon the high interest rates of 
past years may not be a stable program 
and must strike misfortune some day, as 
the interest income is a decided factor 
in the life insurance business. The reduc- 
tion of this income becomes an 
tant item in a consideration of 
and expense. 


becomes a 


oO 


impor- 


income 


Eixeessive Reduction of Net Costs 


“Thus the tendency of excessive reduc- 
tion of net cost is dangerous. The grant- 
ing of exorbitant interest on funds left 
with the company is of some danger, as 
this will have to be reduced at such a 
time as the interest income demands. 
Home office expense and agency expens¢ 
can be reduced to an extent, but this can 
not offset the Vast sums from 
interest income, in the face of a falling, 
The large increase in divi- 
dend schedules is another factor which 
is to be regretted. this having become a 
competitive factor, rather than the result 
consideration of the past 
giance into the future. The large divi- 
dends can not be maintained, if business 


loss ot 


anc a 
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UNDERWRITER 


suffers a reaction. The reduction in in- 
terest income of only a small percent 
could become a vital factor in the fram- 
ing of the dividend schedule. On an in- 
terest income of $500,000 a reduction of 
lL percent would represent about $100,000 
in income, practically all of the dividend 
allotment for the year of a company that 
$size, 


Competitive Underwriting 


“Competitive underwriting is another 
factor, Many companies have liberalized 
their policies purely as a matter of com- 
petition and in spite of personal opinion 
that the changes made were not advis- 
Furthermore, many companies 
have actually liberalized the selection of 
risks as a matter of competition, taking 
on many policyholders that they for- 
merly would not have taken and _ that 
they now would not take. were it not 
that the pressure of business called for 
this more liberal selection. In connec- 
tion with mortality, there is another fac- 
tor which is of great importance. The 
unusually favorable mortality record of 
the past few years is cited by most com- 


panies as one reason for the ability to 


reduce net cost. In so speaking, they 
failed to recognize the true significance 
of the past decade. Mortality has im- 


proved in the past few vears, but this is 
very closely linked up with the six-year 























Royal Union Life Building 
Cor. Seventh and Grand Ave., 
Des Moines, lowa 


more call 





ROYAL UNION LIFE 
INSURANCE COMPANY . 


DES MOINES, IOWA 


GUARANTEEING 
HIGHER 
EDUCATION 


As another school year ends, it 
seems appropriate that we once 


Union’s modern and complete line 
of Juvenile Policies guaranteeing 
funds for higher education. 


Our Juvenile 
with a special waiver of premium 
benefit, provide the necessary col- 
lege money, whether the premium 
payor lives, dies or becomes per- 
manently and totally disabled. 


Our salesmen are finding these 
Children’s Policies fast sellers. 


ROYAL UNION 
INSURANCE COMPANY 


DES MOINES, IOWA 
A. C. TUCKER, President 


attention to Royal 


Policies, equipped 
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inflation period through which the coun- 
try has been going. 


Effect of New Business Volume 


“The increases in business 
each year have put on the books of the 
companies large volumes of new busi- 
ness, the majority of which is on young, 
recently examined, and healthy 
view of the normal rate of lapses. 
companies probably show at least 50 per- 
cent of their 
from this six-year inflation 
otherwise 
business 


cnormous 


lives. In 
many 
business in force as coming 
This 
than redu 


not 


period. 
could scarcely do 
mortality. This 
have the mort: 
Even with a 


new would 


v rate of the older busi- 








ness, letdown in selectic n, 
the feel a 
favorable reaction from such a large pro- 
pertion of new business. There has been 
an improvement in health conditions in 
recent years, but this inflation period de 
velopment is of more importance than 
many realize. With the passing of this 
era of remarkable growth, there may be 
a reaction in mortality which the 
nies wil! seriously feel. 


companies would naturally 


compa- 


Possibility of Reaction 


“It is true that one who looks into the 
future and sees a possibility of a deflation 
or a reaction of such a nature is yen- 
erally regarded as a Jeremiah, but a 
serious consideration of the present cor 
dition and tendencies can not do other- 
wise than open the possibility of such a 
situation. Business itself is feeling a 
slight reaction today and in view of the 
past decade and the present conditions 
there is an equal chance for a deflation 
in general business which may be felt 
in the insurance business. Furthermore, 
there is every possibility today just as 


formerly that some world-wide em- 
broglio may develop. Financial or po- 
litical, this would affect the business. A 
prolongation of unemployment and de- 


pressed business would, as it always has 
in the past, result in a wave of radical 
legislation, and. in view of certain con- 
ditions in the business, even an attack 
on the insurance business comparable to 
that of 1906. This stands as a possibility 
and those in the life insurance business 
should endeavor to prepare for it and so 
orient themselves that they can stand all 
such attacks without having to step 
backwards. The business is in a 
gerous position today from its very size, 


dan- 


and these conditions which abound are 
not conducive to an improvement, but 
may rather lead to difficulty.’ 





Getting Interviews 
Through Preliminary 
Call Over Telephone 


4 


LIFE man the other day stated that 
most of his interviews are arranged 
over the telephone. He out two 
or three days ahead a letter to a selected 
list of names stating that he knows that 
the person he is addressing is interested 
in any constructive suggestions that will 
enable him to carry out his financial pre 
gram and strengthen his business. | 
agent in the letter states that he has 
some suggestions to offer. These men 
are called up by telephone two or three 
days later and an interview It 
is best when the prospect is 
to ask him whether it will be conven 
for the agent to call at a definite hour, 
say 11 o'clock. If the prospect says ht 
can not sec him at 11 then an- 
other hour should be suggested. Those 
who have tried out this plan say that 
in almost all cases the person addressed 
will agree to meet the agent at some 
time. This is a wiser course to pursut 
than to ask the prospect what hour wl 
be convenient to him. This agent se 
that he did not canvass men unless they 
were in the telephone directory or could 
be readily reached at their places ol 
business by telephone. He thinks that 
these make a very valuable list of pros 
pects. 
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| RECENT COURT DECISIONS | 








Where Life Policy Recited the Re- 
ceipt of One Year’s Premium, Held to 
Estop the Insurance Company from 
Setting Up the Payment of Only Three 
Months Premium in Contest of Suit 
Brought on Policy.—In Hollingsworth 
vs. Liberty Life, Supreme Court of 
Michigan, 217 N. W. 908, the defendant 
issued a life policy and delivered it un 
conditionally. It recited that the pre- 
mium for one year had been fully paid 
\bout nine months after the delivery 
of the policy the insured died. 

The defendant denied liability on the 
ground that the policy had lapsed for 
the nonpayment of premiums before the 
death of the insured. In support of this 
the defendant offered to show that the 
insured had in fact paid the premium 
for only three months. 

Upon the trial, the recital of the re- 
ceipt of year's premium was held 
to estop the defendant from its denial. 
Judgment was rendered for the plaintiff. 
On appeal the higher court in reviewing 
the record and in affirming this judg- 
ment, said: 


one 


Judgment Was Affirmed 


“There was no defense alleged or 
madc We are constrained, by the great 
weight of authority, to hold defendant 
estopped by the contract recitals in the 
policy, unconditionally delivered to the | 
insured, from asserting the falsity 
thereof in defense of its liability. We | 
expressly reserve from the scope of this 
decision cases of conditional deliveries 
of policies, validity or continuing force 
of policies dependent upon performance 
of conditions subsequent and fraud 


Rule Is Given 


“7 

In the case at bar the policy was 
delivered unconditionally, was valid, and 
the only defense urged was that the pre- 


| that he 
times by an 
| the application. 


| tle 


mium had been paid for but three 
months and, therefore, at the death of 
the insured, nine months later, the pol- 
icy had lapsed, although the policy 
stated the premium had been paid for a 
vear. The rule in such case, according 
to the weight of authority, is that: 
“*Where a life insurance policy 
livered unconditionally, an acknowledg- 
ment in the policy of the receipt of the 


INSURANCE 


| 
| 


is de- | 4 , 
form the company of 


premium estops the insurer in the ab- 
sence of fraud to contest the validity 
of the policy on the ground of non- 
payment of the premium.’ Judg- | 


with costs 
* 2 * 
Osteopaths Held Physicians Within 

Terms of Questions Propounded Ap- 


ment affirmed, to plaintiff.” 


plicant for Life Policy.—In Mutual Life 
vs. Geleynsi, Supreme Court of Michi- 
gan, 217 N. W. 790, an action was 
brought to cancel a_ policy on the 


grounds of misrepresentations in respect 
to health made by the applicant. The 
evidence tended to that the ap 
plicant failed to state in his application 
had been treated a number of 

osteopath prior to signing 


prove 


In defense. the defendant, beneficiary, 
contended that osteopaths should not be 
classed with phvsicians inswering 
questions relative to the medical attend 
ance an applicant had received. The 
trial court took this view of the 
and the trial resulted in a dismissal of 
plaintiff's action. On appeal the 
higher court in reviewing the record, 
and in reversing this judgment, said 


. Terms Defined 


“It is first insisted that, as matter of 
law, osteopaths are not physicians, hence 
the answer to questions 17 and 19 are 
false. Rut in both questions the 
words ‘physician’ and ‘practitioner’ are 


not 


matter, | 


| 
| 


EDITION 


used, and turning to the act regulating 
the practice of osteopathy . . it will 
be noted that they are referred to in the 
title as ‘practitioners,’ and in the body 
of the act as osteopathic ‘physicians.’ 
To the average layman they and 
‘regulars’ are all doctors who are 
sulted in case of illness, and it is doubt- 


con- 


ful if he ever makes in his own mind 
the fine distinction in which we are 
asked to indulge. 

“Tt was the duty of the insured, in 
answer to questions 17 and 19, to in- 


consultation with 


and treatment bv osteopathic physicians 


and practitioners as well as by ‘regu- 
lars.’ The average layman does not 
differentiate between then 
Many Treatments Taken 
“This was not ise of a slight cold 


which 


or a little coli did not affect the 
applicant’s general health, and which 
were not sufficiently important to affect 
the risk in anv wav. Here the applicant 
consulted an osteopathic physician and 
took 15 treatments in a little over a 
month’s time. The health of an appli 
cant for life insurance is of vital im 
portance to the insurer and questions 
to elicit information on the subject are 


proper to ask and should be truthfully 
answered. : 

“The decree appealed from must be 
reversed and one here entered in 
cordance with the prayer of the bill 
Plaintiff will have 


costs of both courts 
* 7 * 


When Notice to Agent of Company of 
Serious Ailment Discovered After Ap- 
plication for Insurance Was Notice to 
Company.—<Action by a beneficiary on 
a policy by which defendant had insured 
the life of plaintiff's husband. It ap 
peared that after his application insured 
had consulted two physicians and they 


had told him that an operation was 
necessary. Plaintiff offered evidence to 
show that insured had communicated 
this information to defendant's agent 


| 


the ; 


- 


15 
who had solicited the policy and that 
the visit to the second doctor was made 
at the agent’s request Che proffered 


evidence had been excluded by the lower 
court which had held that insured had 
failed in his duty to inform the defend 
ant of his knowledge of the serious ail- 
ment of which he had learned after 
making the application, since his com- 
munication of the facts to the agent did 


not amount to notice of them to the 
insurance company. Section 6435 Ore- 
gon laws, provided that any person 


soliciting and procuring an application 


for life insurance should be regarded as 
the agent of the company issuing the 
policy, and not the agent of the insured, 
in all matters relating to such applica- 
tion and the policy, notwithstanding 
invthing to the contrary in the applica- 
tion for the policy. This court, revers 
ing the low court, 


Agent Represented Company 


Held, that plaintiff could recover. The 
evidence proferred and rejected tended 
to show that the insured in good faith 
made the required disclosure at once to 


defendant's agent, who must be held to 


have represented it for this purpose. 
The evidence, therefore should have 
been received, The statute made the 
agent the representative of the company 
in connection with all those matters 
which in the usual course of effecting 
insurance were incidental to the appli 
cation and the delivery of the policy 
To say that under this statute the com- 
pany’s agent to solicit and receive the 
application and deliver the policy ts not 
its agent also to receive disclosures 
which supplement the application and 
which vitally affect the validity of the 
insurance if not disclosed s to dis 
regard its language and ignore the 
obvious purpose of such legislation to 
require the company to provide some 
agency within the state with which the 
insured mav safely deal in matters re 
lating to his application Stipcich vs. 


Metropolitan Life, U. S. Supreme Court. 
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Palm Beach Offers a Genial 

Welcome to Pan-Americans 

in Convention 

Palm Beach has extended a genial wel- 
come to all members of the Pan-American 
who will attend the Convention to be held 
there in January, 1929. Her doors of hos- 
pitality are to be thrown wide open to us. 

Those of our representatives who qualify 
are to enjoy one of the finest trips the Com- 
pany has ever been able to provide. Few if 
any winter resorts. excel Palm Beach in her 
wealth of entertainment and recreation. It 
is a paradise for the lover of outdoors with 
its azure skies, fragrant flowers, tropical 
beaches and superb water scenery. 

In a word, Palm Beach has everything 
that the visitor could anticipate. 


Palm Beach Convention Rules 


The Convention Club Year began October 
1, 1927, and will end September 30, 1928. 
New business received in the Home Office 
during that period and paid for not later 
than November 30, 1928, will make you a 
member of our Convention Club, provided 
the total amount of New Paid-for Insurance 
amounts to not less than $3500 in Life and 
Accident and Health premiums. Double 
qualification permitting you to bring a mem- 
ber of your immediate family will require 
$5000 in new premiums under the conditions 
outlined above. 


Takes First Step on Successful 

Business Career 

Mrs. Nelle G. New and Miss Fannie B. 
Dobie, associated with the E. W. Wade 
General Agency of Gonzales, Texas, put on 
a prize essay contest in the schools of Live 
Oak County, Texas, on the subject “Why 
Insure in the Pan-American.”” The prize 
was won by Bill V. Whitley, age 14. While 
Bill was preparing his essay he became so 
impressed with the vaue of Life Insurance 





that he took a policy on his own life, and 
now Bill has made his first step on a suc- 
cessful business career. 


Insuring Children 

The growing demand for children’s insur- 
ance shows a real need for this particular 
protection. Have you told your present 
policyholders about the advantage of the 
Pan-American Juvenile Policies? 

The Child’s Educational Endowment pro- 
vides the child with the necessary funds for 
a higher education—professional, academic 
or business—so that his place in the world 
will be one of prosperity and contentment. 

The Twenty Year Endowment is particu- 
larly valuable as it provides a lump sum for 
the child when he reaches majority to pay 
college expenses, start him in business and 
many other uses. 

The Twenty Payment Life provides much 
needed protection at the time when he is 
grown and is starting out for himself. 

Then too it not only starts the child on a 
permanent savings account but inculcates 
the habits of thrift which will be an impor- 
tant contribution toward his success in later 
years. 


“I Can Do Better With My Money’”’ 

This is frequently one of the objections an 
agent will have to overcome. The next time 
a client tells you of his own wonderful sys- 
tem of saving and how he can do better with 
his money than the company can, ask him 
this: 

Will your savings system guarantee a 
regular monthly income in the event of your 
becoming totally disabled, regardless of the 
amount you have saved or invested? 

Will it pay you that income as long as 
you may live and are so disabled? 

Will it credit your account with deposits 
regularly, just as you were making them be- 
fore you were disabled? 

Will it pay your estate a guaranteed lump 


PAN-AMERICAN 
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sum of many times the amount of such de- 
posits should your disability result in death, 
and without any deduction for the monthly 
income you received regularly while unable 
to earn any income for yourself? 

A Pan-American Policy will do all this for 
you and for an annual deposit of only about 
2%2% of the full amount you hope to be 
able to save and invest in future years. 


New Orleans App-A-Week Club 

Celebrates 

The App-A-Week Club of the New Or- 
leans Agency held its semi-annual supper re- 
cently and had as guests of honor three offi- 
cers of the Company, Dr. E. G. Simmons, 
Vice President and General Manager, Mr. 

m McGivney, Vice President and Gen- 
eral Counsel, and Dr. Marion Souchon, Vice 
President and Medical Director, and the 
wives of the members of the Club. 

During the meeting Mr. Peter Hoffarth. 
Jr., Treasurer, made his semi-annual report 
in which he stated that the App-A-Week 
Club had qualified 100% for the Convention 
at Havana last November, seven of the mem- 
bers reaching the qualification entitling them 
to bring a member of their immediate fam- 
ily as guest. 

The Club collected the sum of $75 in 
fines, this being, however, the largest amount 
of fines ever collected by the Club in any 
one year. By a unanimous vote $50 of this 
amount was donated to the Doll and Toy 
Fund of the New Orleans Times-Picayune, 
at the suggestion of Miss B. B. Macfarlane, 
Vice President of the Club. 

Special mention was given Mr. M. A. 
Tamara who paid the least number of fines 
throughout the year—25c in all. Mr. Tamara 
did not miss production during any week in 
1927 and his business thus far in 1928 points 
favorably to his attaining the same goal this 
year. 

Besides Mr. Tamara the Club has, for the 
first eight weeks in 1928, two other 100% 
producers and we are sure that the end of 
the vear wi'l find them safely secure in this 
position. They are Messrs. J. W. McCrary 
and I. D. Redmond. 


A Request from Iowa 

The following letter was received from the 
Assistant Professor of Finance in one of the 
large Universities in Iowa: 

“I read recently your ad in ‘Best Insur- 
ance News’ showing what your Non-Can- 
cellable Income Policy would do. 


THIS IS A MINIATURE COPY OF THE REGULAR PAN-AMERICAN REVIEW. 


“I am teaching insurance at ———————— 
University and I am interested in it both 
from a teaching standpoint and selling 
standpoint. 

“I would like to hear from you telling 
about your policy in its various phases.” 


Are You Selling Our Non-Cancel- 
able Income Policy? 

Here are fifteen of its interesting selling 
points: 

Cannot be cancelled by the Company. 

Covers every Disability. 

Not affected by residence in 

countries 

4. Low Cost 

5. Like Life Insurance, the premium rate 
cannot be changed because of age, resi- 
dence or condition of health. 

6. Like Life Insurance, issued subject to 
medical examination. 

House confinement not required. 

8. Pays for loss of time from sickness or 
accident. 

9. Pays for one year if Disability prevents 
you from working at YOUR OWN 
occupation. 

10. Pays FOR LIFE if Disability prevents 
you from working at ANY occupation. 

11. Pays an Income for Life for loss gf limb 
or limbs or sight of one or both eyes. 

12. Provides for hospital indemnity from 
first day of residence 

13. Pays while recuperating from Disability. 

14. Rehabilitation Period pays while you are 
learning a new trade or profession 

15. Pays at a time “when it is all going out 
and nothing coming in.” 


foreign 


wne 


Pan-American Service 


Educational Course 

Sales Planning Department 

Unexcelled Life Policies 

Child’s Educational Endowment 

Combination Life, Accident and Health 
Policy 

Substandard Insurance for Under-Average 
Lives 

Group Insurance 

All forms of Accident and Health Insur- 
ance 


We have a few general agency openings 
for men who measure up to Pan-American 
ideals. For information write to 

E. G. SIMMONS 
Vice President and General Manager 
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Life Insurance Acquisition Cost 


executive com- 


Art the 
mittee of the 


meeting of the 
NATIONAL 
CoM MISSIONERS, 


CONVENTION OF 
INSURANCI Commnissioner 
Livingston of Michigan requested that at 
the next annual meeting there be presented 
for discussion the subject of acquisition 


cost in life insurance. Commissioner Liv- 


INGSTON like some other supervising off- 
where acquisition cost is 


disturbed 


cials in states 


not regulated is very much 
over the trend of the times with certain 
companies. Evidently the sky is the 
limit with some offices. 

The companies conservatively and in- 
telligently managed keep well within 
reasonable bounds so far as acquisition 
cost is concerned, They need no regula- 


tory laws. The companies that are tak- 
ing the bit in their teeth and are paying 
commissions beyond all rhyme and rea- 
son are either flagrantly mismanaged by 
men who do not know their business or 
there is some sinister motive to be found. 
conmipanies 


The management of some 


with business 


Others un- 


seem to be loading up 
with the idea of selling out. 
doubtedly are opening the throttle with 


the idea of getting as much business on 


the books and then grabbing the re- 
newals 
A life insurance official who has had 


long experience in the agency field stated 
recently that he had never seen a case of 
who was 


an agent or general 


pinning his faith to abnormal commis- 


agent 


sions who had ever made any substantial 
long run. There is a 
boundary line beyond which acquisition 


success in the 


High commissions 
They 


cost should not go. 


always breed rebated business. 


bring to a company risks produced under 
high ‘pressure. Business of this char- 
acter lapses hourly. An agent selling 
business of this character soon loses his 
sense of balance and poise. He is spoiled 
for soliciting the right kind of people. 
The life insurance man who looks 
only at the commission and has noth- 
ing else in mind is doomed to failure. 
There is more to a life insurance com- 
pany by far than the commission paid. 
An agent should study the structure, 
ideals, management, plan financial struc- 
ture, vision, and traditions of a company. 
He should ascertain whether a company 
fits in with his picture of life insurance. 
If he closes his eyes to everything but 
the commission he will have a distorted 


view. The man who is beguiled by ex- 
cess commissions can not build per- 
manently and soundly. 

Those agents that have done some- 
thing worth while for themselves and 
their companies are those who have 


sought the right kind of risks, sold them 
the right kind of insurance and 
satisfied with the right kind of commis- 
Many a man in taking abnor- 
mally high commission contracts should 
ask himself whether a company back of 


been 


sions, 


them will be in existence many years to 
pay those commissions. 

If an agent is undecided as to what 
course to take he should study the men 
have represented 
conservative well 
efficiently conducted and that are re- 
garded by the public as sound institu- 
which there is no 


in the business who 


companies managed, 


tions, concerning 


doubt. 


More Insurance-—More Taxes 


THE growing practice of state 
ernments to put a premium upon im- 
providence by making the insurance 
policyholder pay a larger share of their 
cost is disclosed in a report 
the insurance department of the CHAm- 
BER OF COMMERCE OF THE UNITED STATES. 

In 1926, the report 
more insurance was written than in any 
previous yvear—over $4,200,000,000 being 
collected in total premiums—special in- 
surance taxes levied by the states 
amounted to $79,634,512, 
more than 9 percent over 1925. 

These taxes, originally designed to 
provide for the expense of operating 
state insurance departments, now 


gov- 


issued by 


shows, when 


an increase of 


have 


become largely a general revenue tax. 
In 1926 only 3.94 cents were spent for 
state supervision. The _ re- 
mainder, 96.06 went into the general rev- 
enue fund for which the policyholders 
taxed as citizens of 


insurance 


had already been 
their states. 

The special insurance taxes amount- 
ing to $79,634,512, says the insurance de- 
partment of the National Chamber, 
“would pay one annual premium on 
more than 5,250,000 ordinary life insur- 
ance policies issued at age 25 for $1,000 
each or it would purchase outright whole 
life policies for $1,000 covering the lives 
of every person in a city of 250,000 in- 
habitants.” 
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PERSONAL GLIMPSES OF LIFE UNDERWRITERS 











Thomas H. Christmas, senior mem- 
ber of T. H. Christmas & Sons, Mont- 
real, general agents of the Aetna Life, 
this month celebrated the completion 
of his 62nd year with the company. 
He received congratulatory 
irom prominent insurance men through- 
out Canada and the United States. 
Mr. Christmas is the dean of Aetna 


| 


messages | 


Life general agents and is believed to | 


be oldest in point of service of all Ca- 
nadian insurance men. He was born 
in Montreal in 1852, attended McGill 
normal school and later a Montreal 
college, and entered the service of the 
Aetna in 1866, 

John R. Dumont, Nebraska insurance 
commissioner, is well on his way 
towards recovery from the effects of his 


recent operation for appendicitis, his 
physicians announce. For the first few 
days Mr. Dumont’s condition created 
some anxiety because his ill health of 


previous months had not given him the 
reserve strength needed for favorable 
reaction. Steady improvement, how- 
ever, is predicted by the attending doc- 
tors. 

Harold P. Trosper, vice-president of 
the American Life of Detroit, spoke 
Thursday noon of this week before the 
Toronto Life Underwriters Associa- 
tion on “Dramatizing the Sale.” 


Olaf H. Johnson, vice-president of the 
Underwriters Casualty, Milwaukee, and 
former insurance commissioner of Wis- 
consin was married in Kansas City 
June 13 to Miss Dorothy Bailey. The 
ceremony was performed in a hospital 
at Kansas City, where Mr. Johnson was 
confined due to injuries suffered in a 
motor accident while on his way to 
Kansas City, where he had expected to 
attend the Republican national conven- 
tion. Mr. and Mrs, Johnson did not 
wish to have the marriage date post- 
poned, so they decided to be married in 
the hospital room. Mrs. Johnson was 
formerly a resident of Kansas City, 
but has been secretary for a Milwaukee 
law firm for the past two years. 

Mr. Johnson is known to everyone in 
the insurance fraternity in Wisconsin 
through his work as insurance commis- 
sioner. He was state senator prior to 
being appointed commissioner and was 
the leader on the senate floor during his 
term there. 

John A. Sullivan, vice-president of the 
Great Northern Life, and his sister, 
Miss Anna R., Sullivan, sail June 23 for 
a three months’ trip abroad. While 
away they will visit France, Germany, 


Italy, Switzerland, Holland, Belgium, 
England and Ireland. 
J. H. Crowley, who won national 


fame and helped make football history 
as one of the “Four Horsemen” of 
Notre Dame, has entered the insurance 
business in the agency of F. T. John- 
son, general agent of the Bankers Life 
of Iowa for eastern Wisconsin. Mr. 
Crowley, whose headquarters are at 
Green Bay, is making an enviable pro- 
duction record. 


Jacob L. Mitchell, who was formerly 
vice-president of the old Western Life 
Indemnity of Chicago and had been in 
life insurance work for a number of 
years, died at his home in that city last 
week. Mr. Mitchell originally came from 
Oregon. He was 62 years of age. 


Saul Kornreich of the Leo D. Landau 
agency in New York City for the Guar- 
dian Life has already qualified for mem- 
bership in the company’s million dollar 
producers club. He has secured his al- 
lotment of new business during the past 
10 months, leaving 60 days still in which 
to solicit further business before the 
close of the club year. Mr. Kornreich 





joined the field staff of the Guardian 


Life in July, 1927, and speedily demon- 
strated his capacity as a solicitor, a 
record since consistently maintained 


That he will close the fiscal year with 
a total production of $1,250,000 of new 
business there is little doubt. 


Henry R. Linderman, manager at 
Newark, N. J., for the Guardian Life, 
died in that city a short time ago. He 
was in his 70th year and had been in 
the service of the company for 22 years, 
serving as its Newark manager since 
1911. 

N. J. Frey, president of the Wisconsin 
Life of Madison, Wis., is at Marshfield, 
Wis., recovering from an automobile 
accident last week which resulted in a 
broken leg. 

President H. M. Merriam, of the 
Franklin Life of Springfield, Ill., made 
an airplane trip from Springfield to St 
Louis recently. The 200-mile trip was 
made in 80 minutes’ flying time. 


DeForest Bowman, Chicago genera! 
agent of the Bankers Life of Iowa, and 


Mrs. Bowman, have left for a two- 
months tour of Europe, principally 
France and England. 


The American Central Life each year 
gets out a booklet entitled “Legal Re- 
serve Life Insurance Companies Listed 
by States.” This year it is issuing the 
ninth edition. It is a very handy book 
of information. 
secretary of the 
Chi- 


James F. Ramey, 
Washington-Fidelity-National of 


cago, and Mrs. Ramey announce the 
marriage of their daughter Evelyn to 
Tames A. Ford last Saturday in Louis- 
ville. Miss Evelyn Ramey has been a 
very successful teacher in Louisville. 
Louisville is the former home of the 
Rameys. Mr. Ramey was formerly 
Kentucky insurance commissioner and 
later became secretary of the Fidelity 


Life & Accident of that city. 

For sustained effort and number of 
policies written, W. A. Hinshaw of the 
agency force of the Royal Union Life 
has set a record not often equalled. 

Mr. Hinshaw, working in rural ter- 
ritory in southern Iowa, in the three 
weeks ending in June, wrote 46 appli- 
cations for total insurance of $107,500. 
Ages of applicants ranged from 10 to 
56 years, and the average premium was 
$40 for $1,000. 

The honorary degree of doctor of laws 
was conferred upon David Franklin 
Houston, president of the Mutual Life 
of New York, by Washington Univer- 
sity at St. Louis at the celebration of 
the 75th anniversary of the institution’s 
founding. Mr. Houston was chancellor 
of the university from 1908 to 1915 and 
had long been an important figure in 
higher education circles. Later he was 
a member of President Wilson’s cabinet. 


William O. Richardson, second deputy 
commissioner of the Massachusetts de- 
partment, died at the Eliot Hospital, Bos- 
ton, Monday, following an operation, 
aged 65. Mr. Richardson had been con- 
nected with the Massachusetts depart- 
ment for 34 years. He was appointed 
second deputy in 1916 and had held that 
position since. 

As second deputy he had charge of 
the life insurance problems which came 
before the department, a large share of 
which consisted of fraternal organization 
problems. In this latter field he was 
considered one of the best executives 
among the departments of the country 
Well known throughout the length and 
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breadth of the state because of his deal- 
ings with fraternal bodies and _ their 
members, and through his long term of 
service, the deputy had won many 
friends through his uniform courtesy 
and genial and even disposition. 





MOULTON GOES TO CHICAGO 














Returns to Home City to Take General 
Agency for State Mutual Life 
—Second in City 





Harper Moulton, who has been gen- 
eral agent for the Provident Mutual Life 
in Kansas City, Mo., will open a sec- 
ond general agency for the State Mutual 
Life in Chicago, July 1. In view of the 
size of Chicago, the State Mutual Life 
feels that there is a field for another 
general agency in that city. 

Mr. Moulton has lived in Chicago 
most of his life, going to Kansas City 





HARPER MOULTON 


two years ago to take over the general 
agency for the Provident. He started 
in the life insurance business with the 
Provident in Chicago and was a per- 
sonal producer for a number of years, 
leading in production the company 
agents in that city for several years. 
For one vear he was general agent for 
the Minnesota Mutual in Chicago, re- 
turning to the Provident as supervisor 
of the Chicago agency. On two dif- 
ferent occasions he wrote $1,000,000 on 
the life of Marshall Field ITT. He was 
secretary-treasurer of the Chicago Life 
Underwriters Association for two years. 

Mr. Moulton built up his agency in 
Kansas Citv from seven to 28 agents 
in two years and tripled the production. 
He was active in association work there 
and was secretary of the Kansas City 
School of Life Insurance held during the 
winter. 

No successor to 
been appointed. 


Mr. Moulton has 





PENN MUTUAL MAKES CHANGE 


Samuel G. Buckner Appointed Grand 
Rapids General Agent to Suc- 
ceed E. R. Beers 





The Grand Rapids, Mich., general 
agency of the Penn Mutual has been 
in charge of Elmer R. Beers for many 
years. Mr. Beers, desiring to give all 
of his time to personal production, has 
resigned and is succeeded by Samuel 
G. Buckner. Mr. Beers continues with 
the agency as associate general agent. 

Mr. Buckner has had several years of 
experience in life insurance, chiefly as 
an agency organizer, in which work 
he has been highly successful. Before 
entering life insurance he had been pas- 
tor of two of the largest churches on 
the Pacific coast. 





E. M. Burkett, J. P. Fitzgerald 


Earl M. Burkett and Joe P. Fitzgerald 
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ILLINOIS LIFE INSURANCE CO. 
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have been appointed supervisors for the 





_——— 
JAMES W. STEVENS, Founder 


ILLINOIS 
KANSAS MICHIGAN 


In each one of these States we can offer some splendid 
territory. Either rural or urban. 
We offer three types of contracts. 


A district agency contract with liberal commis- 
sions and renewals— 


A district manager’s contract with part com- 
mission and part salary — 


A district manager’s contract on salary basis— 
In your letter please state the line of work in which you 


are now engaged and the contractual arrangement in 
which you would be interested. 


Let us help you make 1928 your most successful year. 


ILLINOIS 
KANSAS MICHIGAN 


Write to the 


Illinois Life Insurance Co. 


CHICAGO 


James W. Stevens, Founder 


Greatest Illinois Company 
1212 LAKE SHORE DRIVE 
The Illinots Life is The Dean of the Illinois Legal Reserve Companies 
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| 
Gulf territory for the Jefferson ! 
Standard Life. This territory extends 
approximately 100 miles west of Hous- | 
ton, 100 miles north of Houston and to 
the gulf on the south and to Lake 
Charles, La., on the east. 


coast 





Julius W. Barrett 
The Old Line Life of Milwaukee has 
appointed Julius W. Barrett as_ state 
upervisor for Texas with headquarters 
Santa Fe building, Dallas. | 
} 





David B. Dunn 


John Newton Russell, manager of the 
home office agency of the Pacific Mutual 
Life, has announced the appointment of, | 
David B. Dunn as manager of the Pasa- | 
dena branch office. Mr. Dunn has been 





with the agency two years, during which 
time he has served two years as presi- 
dent of the Monday Morning Club. Alse 
he has qualified as a member of the Big 
Tree Club of the Pacific Mutual, indicat- 
ing that he is a personal producer of no 


the Bankers Life of lowa for Manitowoc 
territory. F. T. John- 
the company 


mean ability. | 
E. C. Woepse 

| W oepse of Manitowoc, Wis.. | 
has heen appointed district manager for | 
| 


d surrounding 


is general agent for 





THE NATIONAL UNDERWRITER 


Mr. 


has 


for eastern Wisconsin. Under 
Johnson's direction Mr. Woepse 
made a good production record, 





George L. Ramey Company 


The George L. Ramey Company of 
Indianapolis has been appointed gen- 
eral agent of the Springfield Life of 


Springfield, Ill. The Ramey General 
Agency is well known throughout the 
state, representing excellent fire com- 


panies. It will put on a life insurance 
man and will stimulate interest in that 
end of the business through its local 
agents. 





J. Louis McDaniel 
J. Louis McDaniel of Nashville, Tenn., 


has been appointed agency manager in 
the middle Tennessee territory for the 
National Life, U. S. A. Mr. McDaniel, 
though a young man, has had a splendid 
training and several years’ experience in 
the life insurance business not only as 
a personal producer but as an organ- 
izer as well. 





Troutman Insurance & Service 


Troutman Insurance & Service, which 
is incorporated with C. W. Troutman as 








president, has been appointed general | 
agent of the Northwestern National Life | 


in Pittsburgh. 








a varied experience in selling life insur- 
ance as well as accident and health. He 
started with a life company in 1908 in 
Pittsburgh and then went into the home 
office of a casualty company. He was 
in Chicago with another company and 
returned to Pittsburgh in 1915 to open 
the territory for the Continental Cas- 
ualty. 


Oliver W. Fletter 
a eS 


Gregory, general agent for 
the Aetna Life in San Francisco, has 
announced the appointment of Oliver 
W. Fletter as district agent and agency 
supervisor at Oakland, 

Since joining the Aetna organization 
in January, 1926, Mr. Fletter has been 
an outstanding producer of new paid 
business, his total last year exceeding 
the $400,000 mark. He succeeds W. L. 
Reaubeau, who has resigned to devote 
his full time to personal production. Mr. 
Reaubeau will retain his connection 
with the Gregory organization. 





Samuel E. Fink 


The International Life announces the 
appointment of Samuel E. Fink as dis- 


trict manager with headquarters in 
Tampa, Fla. Mr. Fink joined the Vic- 
tory National Life in Tampa in 1925 


Mr. Troutman has had | and led that company’s field force south 
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Non-Medical Age 


Medical. 








Our Agents Have 


Wider Field— 


General Age Limits 0 to 60. 


Limits 0 to 45. 


Ss. D., W. Va. 


B. R. NUESKE, President 


An Increased Opportunity 
Because We Have 


Policies for substantial amounts (up to $5,000) for Children on 
variety of Life and Endowment plans, thus enabling parents to 
buy all of the Family’s insurance on the Ordinary, i. e., Annual, 
Semi-annual or Quarterly Premium plan. 


Participating and Non-Participating Policies, Medical and Non- 


Same Rates for Males and Females, Medical and Non-Medical. 


Double Indemnity and Total and Permanent Disability features 
for Males and Females alike, Medical and Non-Medical. 


Standard and Substandard Risk Contracts. 


Our Class C Senior Agents may write Non-Medical Applications 
for as much as $3,000. 


We have openings in Ala., Ariz., Ark., Dela., D. C., Fla., Ga., IIl., 
Ia., Kans., Md., Mich., Minn., Miss., N. M., N. C., Okla., 


THE OLD COLONY LIFE INSURANCE COMPANY 
of CHICAGO, ILL. 


The Company has its Home Office in its own building at 166 W. Jackson Blvd., running 
through to Quincy and Wells Streets, rightin the heart of Chicago’s Financial district. 
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of the Mason and Dixon line in paid- 
for business with a total of $1,106,000. 
In May Mr. Fink wrote a large volume 
of business in honor of Vice-President 
Grantges and ranked high among the 
individual producers for the Interna- 
tional Life. 





William A. Jack 
William A. Jack, 


‘ who conducts the 
Acme Insurance Agency at St. Louis, 


has been appointed general agent of 
the Springfield Life of Springfield, IJ. 
Mr. Jack formerly traveled for the 
Royal. He is doing a general insur- 
ance business and has been brokering 
his life insurance heretofore. 


M. J. O’Connell 
The Central Life of Chicago has ap- 
pointed M. J. O'Connell general agent 
at Ottawa, Ill. For five years he was 
assistant manager of the Metropolitan 
Life and later was connected with the 
Northwestern Union Life of Ottawa. 





G. w. Gable 


Life has installed 
208 Arcade building, 
Tulsa, Okla. G. W. Gable, formerly 
special agent at Muskogee, has been 
placed in charge. according to announce- 
ment of Marmaduke Corbyn. general 
agent for Oklahoma. 


The Central States 


a branch office at 


A. G. Andren, W. S. Long 


Two important 
announced in the 


New York Life. A, 


changes have been 
Wisconsin field by 
G. Andren has been 


appointed agency organizer at Mil- 
waukee. He has been cashier of the 
branch office Fargo, N. D. Wal- 
ter S. Long. who has been agency 
organizer at Atlanta, Ga., has been 


transferred toa the 
Madison, Wis. 


same position at 


John Anderson 


John Anderson of Aurora, Neb., who 
has been engaged in an executive capa- 
city with two creamery plants operated 
in Nebraska by the Farmers’ Union, has 
been named Nebraska manager for the 


Farmers’ Union Mutual Life of Des 
Moines. 
F. J. Mullaly 
F. J. Mullaiy has been appointed 
general agent of the Central Life of 


Chicago at Aberdeen, S. D. He is the 
youngest genera] agent in the company’s 
field force. 





J. O. Fraser. S. Greenway 


J. O. Fraser, formerly representing 
the Travelers at Winnipeg, has been 


appointed branch manager for the Mu- 
tual Life of New York for the province 
of Alberta. Mr. Fraser will have his 
headquarters office in Calgary. Sam- 
uel Greenway will manage the Edmon- 
ton branch of the company. 





EASTERN STATES 











SOME QUESTIONS ARE ASKED 
Examination Quiz for Life Insurance 
That Is Conducted by the Penn- 

sylvania Department 





Life insurance men are interested in 
the questions asked by the Pennsyl- 
vania department before a license is is- 
sued to a new agent. The following are 
recent questions that were passed: 

1. If the company discovers that a 
policy was issued at an incorrect age, 


how is it adjusted? 
2. Define twisting Why is it pro- 
hibited? 


3. At age 30 I take a $5,000 twenty- 


year endowment with disability and at 
age 48 I become disabled. What bene- 
fits will I receive? 

4. How does an ordinary life policy 

















differ from a 30-payment life policy (1) 
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NORTHWESTERN 
NATIONAL NEWS 


1 
This column contains 
condensed news items 
from the weekly news- 
per published for 
orthwestern National 
Life agents. 


— , 











Producers’ Lists 
for May Soar to 
New High Totals 


Month’s Average of 202 Names 
Forecasts Even Better 
Record for June 


Nearly 50 more agents produced 
business each week in May than in 
the same month a year ago, while the 
average number of producers for the 
five weeks in May set a new high ree- 
ord for any month. 

These figures are derived from the 
weekly producers’ lists published in 
the News during May, which averaged 
202 names per week, just #7 more 
than the May, 1927, average of 155 
names. 

° ’ 
Pittsburgh Gets 
General Agency 
C. W. Troutman Heads New 
Company Representatives in 
Eastern City 

Troutman Insurance & Service, In- 
corporated, with C. W. Troutman, an 
insurance man of 20 vears’ experience, 
as president, has been appointed gen- 
eral agent for Northwestern National 
Life, to operate in Pittsburgh and 
Allegheny county, Pa. 

The new agency has already begun 
to function, getting its start last week 
when R. E Whitesel, tield supervisor, 
conducted his informational course on 
selling the Company’s contracts before 
the agency’s field force of 11 agents 
and office employees. 


Examiners Meet 
at H. O. Luncheon 


Doctor’s Part in Success of 
Company Is Praised by 
Medical Director 


The vitally important part played 
by the Company’s 4,500 medical ex- 
aminers in keeping the mortality ratio 
below the 50 per cent mark, where it 
has been for ten years, was commended 
by Dr. H. W. Cook, vice president and 
medical director of the Company, at a 
luncheon given at the Home Office for 
about 35 medical examiners Wednes- 
day. The physicians were in Minne- 
apolis all this week to attend the con- 
vention of the American Medical asso- 
ciation, 
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as to death benefits? (2) as to premium 
payments? (3) as to surrender values? 

5. Under what conditions, if any, can 
an agent loan money to a policyholder 
to pay his premiums? 

6. What penalties does the law im- 
pose for rebating (1) on the agent? (2) 
on the policyholder? 

7. What is meant by extended insur- 
ance? Paid-up insurance? 

8. Under what conditions, if any, can 
a policyholder who has lapsed his policy 
reinstate it? 

9. When should industrial insurance 
be recommended to a prospect? Is an 
examination required? 

10. What is meant by the grace period 
in a policy? How long is it? Is the 
policy in force during the grace period? 

11. An industrial policy lapses be- 
cause an agent fails to call to collect. Is 
the company responsible? 

12. Do statements made in the appli- 
cation have any effect on the validity of 
the policy (1) the first year? (2) the fifth 
year? 

13. Define legal reserve insurance. Do 
you recommend it? Why? 

14. Define double indemnity? What 
time limit is involved? 

15. Should an agent attempt to sat- 
isfy a dissatisfied policyholder of another 
company? Why? 

16. What benefits does a term policy 
provide (1) during the term period? (2) 
if the policyholder survives the term 
period? 

17. Can the amount of dividends be 
guaranteed? Why? 

18. What are the proceeds of life in- 
surance subject to inheritance taxes? 

19. What restriction, if any, is made 
in the insured’s choice of a beneficiary? 

20. Can I arrange my insurance to 
sive my wife an income for life and prin- 
cipal sum to my son at her death? How? 


War Risk Policies Exempt 


The Ohio Supreme Court has ruled 
that government war risk insurance 
policies are exempt from payment of the 
state inheritance tax. The state had 
tried to collect $613 inheritance tax on 
government war risk insurance paid to 
the heirs of a soldier in Cincinnati, who 
was killed in action in 1918. The case 
was brought up from the courts of 
Hamilton county, which were sustained 
by the supreme court's opinion. 


Signs Pension Bill 


Governor Fuller of Massachusetts 
has signed a bill providing financial re- 
lief to the needy aged of the state out- 
side of institutions or otherwise un- 
cared for. The bill had a great many 
opponents. The new measure, which 
will go into operation next September, 
embodies the “bequest” features pro- 
viding specifically for the accumulation 
of a public fund of a minimum of 
$500,000 of gifts, bequests and other 
way contributions from individ- 
uals, 





Empire State Life Elects 


Charies A. Sandburg was elected 
chairman of the board of the Empire 
State Life at its annual meeting in the 
home office in Jamestown, N. Y. Scott 
H. Penfield was elected a director. An- 
nual reports showed the company to be 
in a satisfactory and growing condi- 
tion, 


New Company Writes $2,000,000 


The Colorado Life, which began 
business Feb. 20, had received over 
$2,000,000 in applications by June 10 
on its founders’ double participating 
policy, which is on a 20-payment life 
basis. About 1,000 stockholders are in- 
terested in the company and lend their 
infiuence, although most of the business 
has been written on people not finan- 
cially interested. The agency force is 
uncer the direction of E. C. Branden- 
burg, formerly agency supervisor of the 
National Life, U. S. A. He intends to 
work Colorado intensively on the double 
participating policy during the remainder 
of the year and then branch out into 
other states. 


Fred R. Robertson has been appointed 
general agent of the Volunteer State 
Life at Union City, Tenn He has had a 
number of years of insurance experience 
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GET ON THE 


Union Central Band Wagon 
WITH 


The DARBY A. DAY 
Agency Corporation 


If you have never experienced the inspiration and the drive 
which an organization such as ours gives you, “hop aboard” 
and get that full measure of success to which you are 


entitled. 
WE HAVE 


(The largest and most completely equipped Agency 
Plant in the world. 


The first and only Co-operative Agency in the Life In- 
surance business, where every agent has the oppor- 
tunity to share in the profits of the Agency. 


> 


Pee 


An organization second to none, fully equipped. to 
render you all the assistance you may need: Inspira- 
tion, Sales Suggestions, Ammunition, Illustrations— 
or what have you? We have “IT!” 


A large corps of high-grade, successful salesmen who 
are spreading the gospel of Life Insurance and the 
protecting arms of the UNION CENTRAL throughout 
[this great City of Chicago. 


WE WANT 
(MEN. 


MORE MEN. 
SALESMEN. 


MEN who have made a success but want greater 
success. 


MEN who have sold Life Insurance but who want to 
4sell BIGGER and BETTER Life Insurance. 


MEN who have never sold Life Insurance, but who 
know they can. 


MEN who are capable of earning from $6,000 to $50,000 
a year. 


TWO-FISTED MEN who would like to be with a 
.TWO-FISTED ORGANIZATION. 


AND 


BROKERS and LIFE AGENTS—we want your sur- 
plus lines or any business you can properly give us. 
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Come in and see us in our new home 
or 
Communicate with 


Darby A. Day 


Manager 
23rd Floor Bankers Building 
Telephone STAte 5203 CHICAGO 


The Union Central Life Insurance Co. 
Cincinnati, Ohio 
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DEATH IS HELD ACCIDENTAL 


Fatal Shooting of Storekeeper Results 
in Trial and Appeal, Both in 
Favor of Beneficiary 


In Garbush vs. New York Life, Su- 
preme Court of Minngsota 214 N. W. 
795, an action was brought to recover 
on a life policy. The company 
defended on the ground that the 
insured had taken his own life. The 
evidence tended to show the following: 

The insured was a hardware merchant 
and while in the front part of his store 
was shot with an automatic pistol. His 
wife heard the shot from a rear room, 
and when insured was picked up the 
pistol was near by and the powder burns 
on his body indicated that the muzzle 
of the weapon was close to his person 
at the time of discharge. 

Accident or Suicide 

From the facts in the case it was evi- 
dently either a case of accident or sui- 
cide. The jury returned a verdict in 
favor of the plaintiff, beneficiary, taking 


the position that the evidence, which 
tended to prove suicide, was not entitled 
to credence. On appeal the higher court 
in reviewing the record, and in affirming 
the judgment in favor of the plaintiff, 
beneficiary, said: 

“There is evidence that for some time 
and even during that day the deceased 
had been making plans for the future. 
There is nothing in the case of melan- 
cholia, despondency, and no more than 
a possibility of temporary depression; 
the inference being rather that Mr. Gar- 
bush was cheerfully and optimistically 
inclined. The absence of proof of mo- 
tive is complete. 


Circumstances Indicate Accident 


“The circumstance that death found 
Mr. Garbush just inside the show win- 
dow of his store, with people passing 
on the street and customers likely to 
enter, is also persuasive that the act was 
accidental rather than intentional. Those 


| facts, we feel, with the strong presump- 


tion against suicide, put the verdict 

where we cannot say that it has no 

reasonable support in the evidence. 
“The strongest argument for defen- 
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dant is that the mechanism of the pistol 
is an efficient preventive of accidental 
discharge. It is of Colt construction, 
characterized by two safety devices. 
One is a catch, so placed as to be easily 
operated by the thumb, pushed on or 
off, as the grip is held in the right hand. 
The other is a seat lock in the rear of 
the grip designed to make discharge 
impossible unless it be squeezed forward 
and there held while the trigger is 
pulled. 
Pistol Mechanism Not Infallible 


“There is merit in the argument, but 
not enough to overcome, as against the 
verdict, to contrary circumstances al- 
ready referred to. The possibility that 
the automatic safety device was at the 
time being and for some undisclosed 
reason inoperative is not negatived. The 
mechanism is efficient but not infallible. 
The hypothesis of carelessness is not 
out of the question. * * * 

“But the hazard of the accidental dis- 
charge is so far present that, with the 
other facts of this case, we cannot say 
that a verdict was demanded, as a mat- 
ter of law, for the defense, which had 
the burden of proof of self-slaughter. 
* * * Order affirmed.” 





Patterson Agency Holds Meeting 

Twenty-three members of the Alex- 
ander E, Patterson agency of the Penn 
Mutual Life gathered at their first 
agency dinner last Monday evening. 
Mr. Patterson reviewed the progress of 
the agency in its first 90 days’ existence. 
During that time $1,800,000 of new 
business was paid for. Detailed plans 
for the future rapid growth of the 
agency were outlined. Herman Kramer 
of the Patterson agency led the entire 
field force of the Penn Mutual in May 
in production with $275,000. 


Advocates General Agents’ Club 


In answer to the queries being raised 
in various cities concerning the feas- 
ibility of a general agents club for in- 
surance men and the worth of such an 
organization, Henry C. Martens, gen- 
eral agent for the Provident Mutual 
Life and president of the St. Paul 
Managers and General Agents Club, has 
made a statement. “I should recom- 
mend,” Mr. Martens said, “that every 
city have a general agents’ club for 
the good of the business.” 

It was no easy matter to start this 
organization in St. Paul and Mr. Mar- 
tens, together with W. W. Klingman, 
Equitable of New York; M. J. Dillon, 
Pacific Mutual, and H. A. Hauenstein, 
Phoenix Mutual Life, worked very hard 
to get the organization started. 


Carroll Addresses Kiwanians 

Life insurance was termed an install- 
ment callable income bond by M. A. 
Carroll, member of the firm of Cameron 
& Carroll, general agents for the North- 
western Mutual Life at Oshkosh, Wis., 
in a talk on life insurance which he 
gave before the Kiwanis Club there last 
week. He said that it is an installment 
in that it is usually paid for over a period 
of years. It is callable either by death 
or at the maturity of the endowment 
period. It is an income bond, paying 
safe, regular and good returns. 


Pence Is Agency Supervisor 


Ferris Pence, of Jewell, Kan., has be- 
come associated with the Kansas agency 
of the Aetna Life as agency supervisor. 
Mr. Pence succeeded George W. Mc- 
Clung as cashier of the Citizens State 
Bank of Jewell when Mr. McClung went 
to Topeka in 1919. Mr. Pence has been 
associated with the bank for 15 years. 
He has been active in the insurance de- 
partment of the Citzens State Bank. He 
has written a good line of business and 
stands well in his community. 


Mielenz Agency’s Convention 


Paul Watt, superintendent of the 
group department at the home office ot 
the Aetna Life, and J. W. Carroll, chief 
adiuster of accident claims, were home 
office representatives at the first annual 
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meeting of the Quarter-Million Club of 
the Albert E. Mielenz general agency o! 
Milwaukee. 

S. I. Whatley, general agent in Chi- 
cago and captain of the central states 
division for the company, was the mai 
speaker at the dinner Thursday night 
W. D. James, president of the James- 
way Interests, Fort Atkinson, Wis., was 
2 luncheon speaker and gave the la) 
man’s view on insurance. 


Whitney Welcome Home Contest 


James A. Campbell of Chicago, su- 
pervisor of the central branch of the 
New York Life, is staging a welcom« 
home contest for Inspector of Age 
cies Robert E. Whitney, who is at Lake 
Como, Italy, for his health. The wel- 
come home dinner will be Oct. 18, which 
will be Mr. Whitney’s 45th anniver- 
sary with the company. There will be 
45 members invited to the dinner, who 
will qualify for that privilege. 


Rockwell School Opens 


On Mlonday this week Charles J 
Rockwell opened his Chicago schoo! for 
life underwriters and will continue 
until Aug. 15. The term will be di- 
vided into two parts, a popular course 
open to everyone and an intermediate 
course open to those completing [art 
of the term and to experienced agents. 
Classes are held in the Chicago Law 
School, Ashland block, in the mornings 
of the first four days of each week. 


Nebraska Managers Elect 


H. O. Wilhelm of Omaha has been 
elected as president of the Life Man- 
agers Association of Nebraska, succeed- 
ing Forrest Croxson. F. A. McDevitt 
of Omaha succeeds Mr. Wilhelm as sec- 
retary and treasurer, while R. V. Edmis- 
ton of Lincoln was chosen vice-president 
for the year. 


Honor Sun Life Manager 


L. V. Drury of Alton, IIL, who is 
manager of the Sun Life of Canada, was 
honored last week by the affiliated Ex- 
change Clubs of Illinois, when he was 
elected to the state board of control] at 
the state convention held in Decatur. 
The Alton agency has already secured 
its 1928 allotment and is out to double 
its quota. At present the agency is 
writing $500,000 of new _ business 
monthly. This is the Alton division’s 
second year. 


Massachusetts Mutual Meeting 


Forty representatives from the cen- 
tral Illinois agency of the Massachu- 
setts Mutual Life attended the June 
convention at Peoria. J. Hawley Wilson, 
president of the Peoria Agents’ Asso- 
ciation; .Reyburn Benton, superinten- 
dent of agencies, and Richard Little. ac- 
tuary, from the home office, were prin- 
cipal speakers. C. W. Reuling and K 
E. Williamson, head of the agency, 
were hosts. 


Entertained New Men 
PHILADELPHIA, June 20.—Recent 


accessions to the home office agency 
staff of the Philadelphia Life were the 
guests of the company officials at a ban- 
quet here recently, its particular purpose 
being to have the agents get better ac- 
quainted one with another and with the 
management. Opportunity was taken of 
the occasion to extend best wishes to 
B. E. Derfinger, supervisor of the 
agency, who retired from the office to 
associate with Russell Maguire in the 
general agency for the Philadelphia Life 
at 1611 Walnut street. The new genera! 
agency firm is known as Maguire, Der- 


flinger & Co. 
New York Life Gain 


The new business written by the New 
York Life in May aggregated $105,889.- 
000, establishing a record for monthly 
production by the company. The great- 
est gain was made by the department 
of greater New York, which turned in 
$26,410,000. 
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OKLAHOMA CODE IS NEEDED | COMPANIES AMEND CHARTERS 





Commissioner Read Will Ask Legisla- 
ture to Authorize Revision of 
Insurance Statutes 


OKLAHOMA CITY, June 20.—All 


| 


| 





of Oklahoma’s statutes having to do in | 
any manner with the subject of insur- | 


ance should be revised and codified, and 
Commissioner Jesse G. Read says he 
will ask that authorization for such ac- 


| 


International Travelers and 
Standard Life File Changes With 
Texas Department 

AUSTIN, TEX.. June 21 
fexas insurance amended 
their charters this week. After approval 
by Brann Fuller, assistant attorney-gen- 


Several 


companies 


| eral, the amendments were filed in the 


tion be given by the next legislature. | 


There has never been a codification_of 
insurance laws since statehood, and 
many provisions are practically 
lete, while in many instances an attempt 


obso- 


to construe the statutes leaves one 1n | ; n 
ber of shares of capital stock from 5,000 


; at value of $100 each to 10,000 shares 


a maze and makes it difficult to apply 
regulations or rules in an equitable 
manner. 

It is Mr. Read's disposition to be 
reasonable and just to all insurance com- 
panies doing business in Oklahoma, but 
he also desires to sec 
fair and just requirements Chere are 
some assessment companies. writing 
business in the state, he says, that do 
not pay any taxes. They are compet- 
ing with other companies paying taxes 
just the same, and this is not fair. 

Then because of confusion in_ the 
many statutes it is difficult for the de- 
partment to figure what rate should be 
charged against certain companies do- 
ing business in the state. This could 
be cleared up by a revision of the laws 
and dead matter eliminated. 

For these and other reasons Mr. Read 
will ask the legislature to provide for 
a thorough overhauling of the insur- 
ance statutes, and if necessary, make 
some amendments, though there is not 
much in this way needed. 





Fake Insurance Agent Abroad 


A warning was issued by Jesse G. 
Read, insurance commissioner, against a 
fake insurance agent who has been so- 
liciting life insurance in Altus, Weather- 
ford, Alva and Guymon, Okla. The im- 
poster's method of operation involves 
securing the confidence of superinten- 
dents or prominent teachers and through 
their influence he takes applications and 


| are: Price Cross, 


them meeting | 


collects initial premiums, then he dis- | 


appears. 


state insurance department 

Che Internationa! Travelers of Dal- 
las changed its purpose to include writ- 
ing of life insurance, the company hav- 
ing heretofore confined its business to 
writing heaith and accident insurance 
Another amendment changed the num- 


at $10 each. Officers of the company 
president; Thomas B. 
Love, vice-president, and Ben Haugh- 
ton, secretary. 

The Union Standard Life of Dallas 
increased its capital from $240,000 to 
$265,000. Its officers are William Bacon, 
president, and J. E. Guest, secretary 





New Agent’s Notable Record 


T 


J. Victor LeLaurin 
sponsible banking position to join the 


Union | 


resigned a re-| 


Harrison agency of the Home Life of | 


Little Rock- May 1. 
His first month in the business he 


completed 52 sales for $176,500 of insur- | 
ance, $142,500 of which already has been | 


delivered and settled for. One of the 
remarkable features of Mr. LeLaurin’s 
achievement was that he produced at 
least one bona fide 
working day in May. 


application each | 


Officers of the Home Life believe that | 


the record of Mr. LeLaurin, considered 


from all angles, represents one of the | 


most distinguished selling achievements 
ever made by a new man in his first 
month in the business. 





Mutual Life Men Meet 


Che Virginia Field Club of the Rich- 
mond agency of the Mutual Life of 
New York held its annual conference 
in Richmond last week. E. L. 
district manager at Lynchburg, was 
elected president. Over 200 applica- 
tions with a total of $839,910 were writ- 











STATE MUTUAL LIFE 
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A PRACTICAL EDUCATIONAL SYSTEM 
TO HELP THE NEW MAN START RIGHT 


HELPFUL SALES AIDS 


TO ASSIST THE EXPERIENCED MAN 
IN DEVELOPING HIS CLIENTELE. 














INCORPORATED - 1844 
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JOHN HANCOCK SERIES 


WHAT PRICE INCOME? 


How Much Should I Lay Aside for Life Insurance? 


HIS is a question more frequently asked the life un- 

derwriter than any other. What proportion of his 

income can a young man put into life insurance pre- 
miums, especially if he is married? 

Concrete facts speak louder than words. Here is the actual 
program of a young man, 28, married, with two children. 

His income is $5,000 a year. What would you con- 
sider a fair proportion of this income to spend for life in- 
surance? Ten percent? 

Actually in this case the annual premiums amount to 
about $600, leaving a balance of $4,400 of the income for 
the support of the family, an easy proposition for ambitious 
young parents looking into the future. 

What do they get for their $600? 

Total life insurance of $30,000—$5,000 to be paid in 
cash in case of the husband’s death, the rest so arranged 
in a trust settlement as to produce $100 a month income 
for the wife during her lifetime. 

Do you not think this young man has done well for 
himself and his family? 

Surely he has laid out his life very successfully, with 
a fair income for present living expenses and an estate of 
$30,000 to leave for his family. 

He might struggle for years to obtain such a result 
in other ways, and then fail of his goal, in the meantime 
missing the best there is in life, including the contented 
enjoyment of his income and his family. 





Lire INSURANCE COMPANY 


OF BOSTON, MASSACHUSETTS 
197 Clarendon Street, Boston, Mass. 


SIXTY-FIFTH YEAR OF BUSINESS 














—1927— 


NOTABLE GAIN 
IN ASSETS 


The Bankers Life Company in- 
creased its Total Admitted As- 
sets to more than $100,000,000 in 
1927. 

The Company’s exact total of Ad- 
mitted Assets on December 31, 
1927, was $103,615,053.81, which 
was a gain of $12,901,440.60 as 
compared to the total of Ad- 
mitted Assets on December 31, 
1926. 


BANKERS LIFE COMPANY 


The Onward March Company 
GERARD S. NOLLEN, President 
Established 1879 Des Moines, Iowa 
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Wilmer L. — President 


THE SOUTHERN STATES LIFE 


INSURANCE COMPANY 
ATLANTA, GEORGIA 














31% increase in new business during 
first four months of 1928. 


20% of prospect cases handled 
through sales promotion service re- 
sult in sales. 


Non-Medical Privilege. 
Participating and Non-Participating. 


' Ages 30 days through 65 years. 
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E. S. Albritton 


Vice-President and Manager of Agencies 





Why Experiment—Use the Standardized 


DALLWIG Commission RECORD 


COMMISSION 





With three years of such highly satisfactory service 
that leading Life Underwriters everywhere are using it 
and many Life Insurance Schools have adopted it as 
standard—the Dallwig Record has been simplified and 
standardized to meet the requirements of agents for 
any company. The standard outfit is an attractive ad- 
dition to your desk; the last word in efficient records 
and quick service; and at a price within the reach of brown leather with gold stamping, includ: 
every life insurance salesman. name in gold on the front cover as illustrated. 


For information ask The National Underwriter Co. Salesman in your territory or write direct to 
P. G. DALLWIG 
2300 Bankers Bldg., 105 W. Adams St., Chicago, Ill. 


The Dailwig Record is more A a Te, Tagan gis- 
your Life ~ 9 


on 
automatically a recapitulation of all p 
business. 
The binder is specially Gostanet to meet 
rmanent Record. It 





Do you make use of the medium thru which you 
can reach thousands of interested insurance men? 
National Underwriter want ads are result getters. 
One inch, one column wide, one time, Five Dollars. 
175 W. Jackson Blvd., Chicago. 
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ten in the month pre-convention contest. 
G. C. Outland produced the largest 
number of applicants with a total of 
26. S. S. Guerrant, Jr., was a close 
second with 25. J. B. Hutcheson, dis- 
trict manager at Roanoke, wrote the 
largest amount of applications and the 
largest amount of paid for business. 
His figures were $148,760 and $76,500 
respectively. 


Mersfelder on Motor Trip 


L. C. Mersfelder, Oklahoma City gen- 
eral agent for the Kansas City Life, left 
recently for a fortnight’s motor trip 
through Missouri and Kansas. He was 
accompanied by Mrs. Mersfelder. Be- 
fore returning, he will visit the com- 
pany’s home office at Kansas City. 





Capital Life Incorporated 


Articles of incorporation have been 
fled by the Capital Life of Raleigh, 
N. C. This is a new company which 
will do an_ industrial life business 
throughout North Carolina. Authorized 
capital stock is $200,000, of which $50,- 


000 has been paid in. R. L. Edwards 
of Raleigh is president. Other officers 
are: H. W. Bennett, Greensboro, first 
vice-president; L. P. Morgan, Eliza- 


beth City, second vice-president; W. A. 
Couch, Raleigh, secretary. Headquar- 
ters will be in Raleigh and district of- 
fices will be opened in Greensboro and 
Elizabeth City. 





Honor Home Life Contest Winners 


Honors and prizes for distinguished 
production records during spring selling 
campaigns were awarded at a meeting of 
50 Home Life agents at Little Rock. 
The meeting was concluded with a ban- 
quet tendered by the Harrison agency 
of Little Rock as losers, to the agencies 
of Ray Patterson of Pine Bluff and 
Pate & Thomasson of Hope, Ark., win- 
ners in a contest for the largest num- 
ber of applications submitted between 
April 15 and June 1. 


J. J. Harrison, vice-president and 
inanager, announced production plans 
of the company for the midsummer 


months and outlined the tentative itiner- 


ary for the annual $200,000 Club trip 
of the Home Life the last week in 
August. 


Appleby Entertained at Dallas 


Walter C. Temple, state representa- 
tive in Texas for the Ohio National Life, 
entertained at luncheon at Dallas in 
honor of President T. W. Appleby and 
E. G. Kirn, a director of the company. 
The two company men were on 4 tour 





of the southwest, looking into business 
conditions and making inspection of | 
loans on farms and ranches throughout | 
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the southwest and residential prop- 
erties in the larger cities. They arrived 
in Dallas from Clovis, N. M., by auto, 


a trip of 450 miles. They left Cincin- 
nati May 29 and have traveled more than 
4,000 miles by motor. 

Mr. Appleby visited Dallas four years 
ago but was greatly impressed with im- 
provements throughout Texas since that 
time. His company’s record of loans 
in Texas for the past 15 years has not 
shown a loss and the loan policy is now 
being made much more liberal. 


S. W. Alderson Injured 


S. W. Alderson, Houston, agency 
manager of the gulf coast territory for 
the Jefferson Standard, received painful 
cuts and bruises in an automobile wreck 
near Navasota, Tex., when his automo- 
bile overturned four times. Mr..Alder- 
son was rushed to a hospital where his 
injuries were said to be serious but with 
practical assurance of his recovery. 

Mr. Alderson is well known in the 
insurance field over Texas. He was 
stationed at Dallas as manager of the 
Travelers for five years before going to 
Houston as manager of the gulf coast 
territory for the Jefferson Standard 


Concludes Training School 


The Northwestern National Life has 
closed its fourth annual training school 
in Houston with several new representa- 
tives that had not been with the com- 
pany before. 

This training school was personally 
conducted by Homer G. Hewitt. Final 
examinations and a theater party closed 
the school. 


Returns From Texas Trip 


assistant secretary 
agents of the 


Price K. Johnson, 
and superintendent of 
American Provident Life of Houston, 
has returned from a nine weeks’ trip 
over practically all Texas and a small 
section of eastern New Mexico. As 
Mr. Johnson was making his first gen- 
eral trip over the state since 1923 he 
spent a great deal of time in calling on 
agent friends over the territory. 

Mr. Johnson announces the appoint- 
ment of E. C. Cayton as district agent 
at Amarillo, Tex., with a territory of 
seven northwest Texas counties. Mr 
Cayton is an experienced insurance man 
and a former county judge of Potter 
county. 


Grogan Visits Texas Agents 


George L. Grogan, manager of the 
Bank Savings Life, Topeka, Kan., has 
been on an extended tour of the com- 
pany’s agencies in Texas and expresses 
himself as very well pleased with con- 
ditions there. 
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LIFE BUSINESS IN MONTANA 


Total New Ordinary ieeieenes Written 
in the State Last Year Was 
$37,842,673 





The total new ordinary business 
written in Montana last year was $37,- 
842,673. The amount of ordinary busi- 
ness in force is $223,063,623. There are 
two Montana companies, the Montana 
Life writing $3,014,532 and the Lewis 
& Clark Life of Great Falls, which 
wrote $1,792,500. The Montana Life has 
$22,951,023 in force in the state. The 
companies that wrote over $1,000,000 
new business in the state last year in 
addition to the two Montana companies 
are the Bankers Life of Lowa, $2,513,- 
977; Equitable Life of New York, $4,- 
381,422; Metropolitan Life, $4,096,580; 
Mutual Life of New York, $2,187,158; 
New York Life, $4,883,469; Northwest- 
ern National Life, $1,450,512; Penn Mu- 
tual, $1,461,277; Prudential, $1,951,005; 
Travelers, $1,202,575. The Metropolitan 








Life wrote $2,852,263 industrial, it being 
the only industrial company in the state. 





Reliance Opens New Offices 

The Reliance Life of Pittsburgh has 
onened new offices in Los Angeles, Cal. 
The company will occupy Suite 910 
Union Bank building, Eighth and Hill 
streets. V. J. Adams is supervisor of 
the office and W. H. White is cashier. 

Mr. Adams was transferred to south- 
ern California last March from the Ohio 
department of the Reliance Life, with 
headquarters at Cleveland. Although 
he has been in Los Angeles only a lit- 
tle over two months, he has established 
a substantial nucleus of an agency or- 
ganization. 


West Coast Life Changes 


A. Albrecht has been appointed 
agency organizer for the West Coast 
Life at Los Angeles in the metropolitan 
area of this territory. He is the father 
of A. W. Albrecht, district manager at 
Los Angeles of the company, and was 
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formerly a large personal producer of 
the Acacia Mutual Life at San Francisco. 
The West Coast Life has also an- 
nounced the appointment of Frank T. 
Maddox as agency organizer at Long 
Beach and of Fred Renworth as agency 
organizer at Hollywood, branch offices 
of the company having been recently 
opened in both cities. 





Bolstad Is Field Supervisor 
_ George L. Bolstad has been appointed 
field supervisor for the International 
Life in California, succeeding the late 





C. E. Spurgeon, who died recently in 
a San Francisco hospital. 

For the past five years Mr. Bolstad 
has been active in life insurance, rep- 
resenting the Bankers Life, Lincoln 
National Life and the Union Central 
Life. Previous to that he worked for 
a public utility company. 


Edwin A. Olson on Coast 


Edwin A. Olson, president of the 
Mutual Life of Chicago, is on a coast 
trip and was a San Francisco visitor last 
week. 











IN THE ACCIDENT AND HEALTH FIELD | 
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HOME OFFICE CHANGES MADE 


Two Agency Supervisors and Claim 
Superintendent Appointed by 
Massachusetts Bonding 


P. H. Rogers, manager of the accident 
and health department of the Massachu- 
setts Bonding, announces the appoint- 
ment of Walter A. Barr and C. E. 
Miller as agency supervisors and FE. M. 
Sheehy as superintendent of the claim 
department. 

Mr. Barr goes to the Massachusetts 
Bonding after eight years’ experience in 
the accident and health department of a 
large casualty company. For two years 
he has been agency manager, in direct 
charge of the agency work of the com- 
pany’s accident and health department. 

Mr. Miller has just completed 13 years 
of continuous service for the Massachu- 
setts Bonding. He was for several 
years an aggressive solicitor of insur- 
ance, and has a first-hand knowledge of 
the problems of the field man. He has 
also served as chief accountant and 
more recently as claim adjuster, and has 
thus gained an all-round knowledge of 
the business, 

Mr. Sheehy is a graduate of the 
Massachusetts Institute of Technology 
and after business experience with other 
fields became associated with the claim 
department of the Massachusetts Bond- 
ing as adjuster. He has in the past two 
years demonstrated his special fitness 
for that work. 


Unusual Question Submitted 


LINCOLN, NEB., June 20.—The Lib- 
erty Life of Topeka has asked the Ne- 
braska Supreme Court to decide a 
Knotty question of law with relation to 
its liability on an accident and health 
policy issue to C. E. Smith of Fairbury, 
killed some months ago in an automo- 
bile accident. It will be submitted as 
an agreed statement of facts. Mr. Smith 
was 64 when he took out the policy, 
which contains the usual provision that 
it shall not be operative after the holder 
has reached age 65. The company, how- 
ever, kept on accepting premiums from 
him and the policy was presumably in 
full force at the time of his accidental 
death, when he was past 66. It then 
proffered to the beneficiary the unearned 
premiums, which she refused to accept. 
The court below decided against the 
company, which raised the defense that 
the policy had lapsed by virtue of its 
well understood provisions, even though 
inadvertently premiums continued to be 
accepted, and that all it owed was the 
excess premium payment. 





Discontinues Life Indemnity 


The Hartford Accident & Indemnity is 
notifying its agents that effective June 
30, no more sickness insurance will be 
written except with at least one week 
elimination period. This applies to all 
new business. Beginning July 1, the 
Hartford will terminate all life indem- 
nity sickness policies as these policies 
expire during the year beginning with 
that date. The company discontinued 
writing the life indemnity sickness cov- 
erage a few years ago but has continued 
in force those which were on the books 
at the time when the restriction was 
made. The company reports that the re- 
serves called for under the TYife indem- 
rity coverage make it impossible to con- 
tinue writing this plan even for re- 





newals. On a single policy the company 
finds it is necessary to put up a reserve 
of $100,000, 


Manzelmann in Birmingham 


BIRMINGHAM, ALA., June 20.—George 
F. Manzelmann, agency director of the 
North American Accident, addressed 
members of the Birmingham agency 
Thursday on “The Agent's Duty to the 
Underwriting Department.” The occa- 
sion of Mr. Manzelmann’'s talk was the 
celebration of the 42nd anniversary of 
the company. The Birmingham branch 
won third place in the May contest for 
amount of insurance written. WwW. L 
Griffin, Birmingham general agent, was 
toastmaster at the banquet. 


Opens New Executive Offices 


The Modern Life & Accident of Chi- 
cago, of which Ralph Manno is presi- 
dent, has opened new executive offices 
in the Insurance Exchange South. The 
company writes health and accident in- 
surance only. Mr. Manno has under his 
management the Modern Mutual Insur- 
ance Company, which writes life insur- 
ance only. The companies write on the 
weekly, monthly and annual basis The 
company formerly had its executive 
offices at 514 Milwaukee avenue, Chi- 
cago, and also has a branch office at 229 
East 43rd street. 


Joins Metropolitan Casualty 


Homer A. Davis, a well known acci- 
dent and health insurance salesman in 
Indianapolis for many years, has joined 
the Metropolitan Casualty branch office 
at Indianapolis, of which Landers & 
Landers are managers. He will divide 
his time between business in Indianapo- 
lis and special assignments with agents 
over the state. He will also aid brokers 
who may have occasion to need his serv 
ices, 


Policy Continues for Life 


The Continental Mutual of Denver is 
preparing to go on a stock basis. It has 
been operating about two years It has 
recently put out a non-cancellable health 
and accident policy with a view to build- 
ing up a considerable volume quickly. 
The policy is not only non-cancellable 
but continues throughout life Many 
non-cancellable policies cease at age 60 
or age 65. 


NEWS OF FRATERNALS 
. —— 
HONOR MODERN WOODMEN 

















Head Consul Talbot Feted on 25th 
Anniversary of His Elec- 
tion to Position 


LINCOLN, NEB., June 21.— The 
25th anniversary of the election of A. R. 
Talbot as head consul of the Modern 
Woodmen of America was made the 
occasion for a big celebration here. Mr. 
Talbot was elected a director of the 
order 38 years ago and 13 years after 
that became head consul. During his 
chieftancy the number of members has 
grown from 660,000 to in excess of 
1,125,000 and the number of local 
camps from 10,000 to 13,745. Insurance 
in force increased from $1,150,000,000 
to more than §$6,750,000,000. During 


the 25 years there have been more than 
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Central States Life 


Insurance Company 


ST. LOUIS, MO. 





Available 
Territory 
Issues policies at all ages 1 to in 
70. Both participating and Arkansas 
seer e , a California 
non-participating. Children’s Colesade 
policies with beneficiary in- Florida 
: Illinois 
surance. Double Indemnity. “mesg 
Disability benefits. Dismem- Idaho 
berment and surgical bene- Kansas 
: , Missouri 
fits. Special monthly pre- Bentens 
mium sight draft plan. Non- Minnesota 
: Nebraska 
medical. Sub-standard. Sales pe ome 
planning and circularizing New Mexico 
department. Producers club. S. Dakota 
Texas 
Utah 
Wyoming 
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The Unlived Years 


Through Life Insurance and only through Life 
Insurance can a man capitalize the unlived years 
of his life on the basis of his annual earning power, 
No business but Life Insurance can guarantee that 
annual earning power. 


This company is built with a corner-stone of 
integrity and a sincere wish to be of service to 
humanity. Friendly service and cooperation are 
given to the utmost. If you are interested in such 


a profession it will pay you to be friendly with the 


PEOPLES LIFE INSURANCE CO. 


“The Friendly Company” 
FRANKFORT 


Opportunities in Indiana, 
Tennessee, Arkansas, Iowa, 


INDIANA 


Illinois, Ohio, Michigan 
California and Texas 
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Ancestry and Traditions 


JHE CONNECTICUT MUTUAL 


Each year a step of progress! No 
great thing is created suddenly— 
none thrive on ancestry and tra- 
ditions alone. 


Over 81 Years in Business 


INSURANCE COMPANY 


HARTFORD 
Over 81 years in Business 1922 


225,000 death claims paid, involving a 
total of over $375,000,000. 

The insurance companies of Lincoln 
joined hands with the town folk in con- 
gratulating Mr. Talbot and the Wood- 
men, and set out their greeting in the 
form of full page advertisements in the 
Sunday newspapers, in which tributes 
were paid and acknowledgment made of 
the recognition in this celebration of 
Lincoln’s importance as an insurance 
center. Sessions of the camp delegates 
and parades, picnics and other forms of 
entertainment, mingled with public meet- 
ings, made up the week’s program. Mr. 
Talbot was a college mate of William 
Jennings Bryan, and after he had prac- 
ticed law in this city for some years he 
joined Mr. Bryan in a partnership that 
lasted many years. 


Fraternal Case Decided 


The certificate was made payable to 
Harriet M. Brown as beneficiary, she 
being designated therein as the wife 
of the insured member. Held, that such 
designation was null and void. The 
statute expressly provided that the bene- 
ficiaries should be limited to the families, 
heirs, blood relatives, affianced husband 





or affianced wife of insured members or 
to persons dependent upon such member. 
It is of course-plain that plaintiff was 
not the wife of Joseph A. Brown, for at 
the date of the certificate and continu- 
ously thereafter up to the time of his 
death, he was in law the husband of 
Susan B. Brown, from whom he was 
never divorced. It is also settled that 
under the facts in this case she cannot 
claim to be a “dependent” of decedent. 
It is difficult to see why plaintiff should 
be preferred as a dependent of decedent, 
rather than his wife to whom he was 
paying alimony under the court's order. 
The proceeds of the certificate must be 
adjudged to Susan B. Brown.—Electrical 
Worker’s Benefit Assn. vs. Brown. Ct. 
of Appeals, Dist of Columbia. 


Commissioners to Attend Meeting 


It is understood that Commissioners 
Clare Lee of Oregon and Jackson Coch- 
rane of Colorado will attend the head 
camp session of the Woodmen of the 
World, which is to be held in Oakland, 
Cal, June 25-29. It is reported that 
they are interested in the present status 
of this fraternal organization and will 
attend the meetings for the purpose of 
going deeper into the matter. 











| WITH INDUSTRIAL MEN 























30 Nati 
«ete a 8 Lp 


Insurance Company 
Goes General Agent Wanted 





In Ohio 
Ohio has: Over six million people. 
Six hundred fifty thousand families with tele- 


phones. 
One million two hundred and fifty thousand 
automobiles, 


The total county wealth factors of Ohio represented by 
manufactured, mine and fishery products, crops and live 
stock, are over two billion eight hundred million. 

The territory open in the state for a general agency is in a 
prosperous farming, manufacturing, merchandising and in- 
dustrial section. 

Territory affected less by adverse business conditions than 
perhaps any other section in the United States. Prospects 
in winter, summer, spring and fall. 

An unusual opportunity for an experienced salesman who 
seeks promotion. For information write: 


The Ohio National Life 
Insurance Company 


T. W. Appleby Cincinnati, Ohio 
President 


E. E. Kirkpatrick 
Sup’t of Agents 
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The 








Question: Does the Lincoln National Life 


LIFE INSURANCE COMPANY 
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Accept Sub-standard Risks? 


A representative of this strong company may sell 
standard, sub-standard and preferred risks. There 
are policies for all ages, and for women as well as 
men, in a wide range of popular forms. An agent’s 
contract with the Lincoln National Life Insurance 
preys | is a mighty valuable document. Ask us 
about it! 


LINCOLN NATIONAL 


‘“*Its Name Indicates Its Character’”’ 


FORT WAYNE, INDIANA 
Insurance in Force More Than $535,000,000 











CONSERVATIVE LIFE LEADERS 


Plans for Annual Agency Convention 
to Be Held at the Home 
Office Announced 


The leaders of the Conservative Life 
of South Bend, Ind., for the year are: 

Joint Results: Superintendent Wm. 
Bobrowski, Gary No. 2; Agent Alex Czaj- 
kowski, Indiana Harbor. 

Net Placed Ordinary: 
Wm. Bobrowski, Gary No. 2; 
Joseph Martin, South Bend No, 2. 

Ordinary Increase: Superintendent Wm. 
Bobrowski, Gary No. 2; Agent Alex 
Czajkowski, Indiana Harbor. 

Monthly Increase: Superintendent 
Harry L. York, Wyandotte; Agent J. K. 
Allen, Wyandotte. 


Superintendent 
Agent 


Collection Leaders 


Collection Percent: Superintendent 
Frank Rembiesa, Indiana Harbor; 
Agents J. E. Scamihorn, Terre Haute 
No. 2, and John Yuhasz, Gary No, 1, tied. 

Arrears Percent: Superintendent 
Frank Rembiesa, Indiana Harbor; Agents 
Louis Balogh, South Bend No. 1, Joseph 
Martin, South Bend No. 2 and Alex Czaj- 
kowski, Indiana Harbor, tied. 

Advance Payments: H. O. Johnson, 
home office; Agent E. O. Todd, Gary No. 2. 

Percentage of Lapse: Superintendent 
Martinus Vink, South Bend No. 2. 

The field force of the Conservative 
Life is putting on a drive for $1,000,000 
of new business in June in honor of 
Presideat Stephenson, who celebrates his 
36th birthday June 22. 

The home office has offered $1,000 in 
cash prizes to be distributed among the 
entire field force in proportion to the 
amount of business each man produces, 
In addition there is a prize list consist- 
ing of 12 gold watches, diamond pins, 
silverware and various other things for 
the 10 leading superintendents and 25 
leading agents, 

Convention Plans 


During the midsummer convention, 
June 25-26, the wives will be taken on 
an automobile trip, visiting Notre Dame 
and St. Mary’s, and then drive up to 
Diamond Lake, Mich., where President 
Stephenson has arranged for dinner to 
be served at Shore Acres, followed by a 
boat ride. In the afternoon the ladies 
will be the guests of President and Mrs. 
Stephenson at their home in South Bend. 

Monday there will be business ses- 
sions for the delegates, Assistant Secre- 
tary Johnson being in charge. Vice- 
President A. S. Burkart will act as 
toastmaster at the banquet, introducing 
the speaker of the evening, Claris 
Adams, secretary of the American Life 
Convention. 

The Conservative Life announces the 
appointment of T. C. Swaisgood to the 
superintendency at Muncie, Ind. Mr. 
Swaisgood has been engaged in the life 
insurance business for a great number 
of years and left an executive position 





with another company a short time ago 
in order to take the superintendency, 


Western & Southern News 


The Western & Southern District office 
at Marion, Ind., has been merged with 
the Kokomo district under Superintend- 
ent A. R. Fogle. The detached office at 
Wabash, Ind., also becomes a part of the 
Kokomo district and the Huntington, 
Ind., office is now in the Fort Wayne 
district. 

The following agents of the Western 
& Southern have been promoted to as- 
sistant superintendents: F. Dewsberry, 
Chicago west, and L. Oczkowski, Chi- 
cago-Humboldt district. 

The following transfers of assistant 
superintendents are announced: H. M. 
Beck from Chicago-Roseland to Chicago- 
Heights; D. J. Fassino from Chicago- 
Roseland to Chicago-Lakeview; B. J. 
Perry from Chicago Heights to Chicago- 
Roseland; M. Slavonsky from New Cas- 
tle, Pa., to Sharon, Pa.; and A. P. Kelly 
from Norwood, O., to Hillsboro, O. 


Metropolitan’s Canadian Appointments 


The Canadian head office of the Metro- 
politan Life announces the following 
changes in the field: C. E. Lavergne, as- 
sistant manager of the Montcalm, Mon- 
treal, district, is appointed general as- 
Sistant manager. Raymond E. Decau- 
tels, manager of the North Bay, Ont., 
district, is transferred to the New Eng- 
land territory. W. W. Macdonald, assist- 
ant in Vancouver South, B. C., is ap- 
pointed manager of the North Bay dis- 
trict. Simpson Orr, general assistant at 
North Vancouver, is appointed assistant 
manager at Vancouver, B. C. Percy G. 
Leoney, agent at Winnipeg, is appointed 
assistant manager there. John L. Rob- 
inson, assistant manager of the North 
Bay, Ont., district, is transferred to Ni- 
agara Falls. John T. Martell, agent at 
Sydney, N. S., is appointed assistant 
manager there. A. J. Dompierre, agent 
of the North Bay district, is appointed 
assistant manager. 


Mutual Life of New York 


It is announced by the Mutual Life 
of New York that until further notice 
additional insurance without another 
medical examination will be considered 
on present policyholders still residents 
in the United States or Canada to whom 
insurance after regular examination has 
been granted in the last three years. 
The company reserves the right, how- 
ever, to insist on a new medical exami- 
nation in the case of doubtful risks. 
Medical examination also will be re- 
quired in cases in which state or pro- 
vincial laws or insurance department 
rulings demand it. The additional in- 
surance offered is limited by age and 
amount. The company announces that 
the insurance issued under this offer is 
not to be considered nonmedical insur- 
ance, and that it is not a step toward 
a policy of issuing nonmedical insurance. 
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OFFICIALS TALK AT DETROIT | 

Myrick, Bragg and Hull Address Asso- | 

ciation—Plan for National Meet- 
ing Being Made 


DETROIT, MICH., June 21.—A 
large number of members of the De- 
troit Association of Life Underwriters 
heard Julian S. Myrick, president of the 
National association, James Elton 
Bragg, chairman of the National pro- 
gram committee, and Roger B. Hull, 
managing director of the National asso- | 
ciation, speak here last week. 

It was unfortunate that the annual 
election had to be held at the same time 
because, as may happen at any elec- 
tion, a discussion was started over the 
nomination of Don McKinnon, an 
agent of the Provident Mutual, as a 
candidate against President Ryan, who 
had been reported out by the nominat- 
ing committee for a third term. The 
discussion was finally terminated by the 
postponement of the election for a week. 

Much time was spent in the arguments 
as to whether a manager or an agent 
should be president, so there was little 
opportunity left for talks by the key- 
noter and the inspirational orators, | 
the entire time of the meeting being lim- 
ited to two hours. 


Concerted Action Valuable 


Mr. Myrick briefly outlined the value 
of concerted action by life insurance 
salesmen in behalf of the public through 
cooperation with chambers of com- 
merce, banks and trust companies. 

Mr. Bragg contributed an illustration 
of how a young man of 28 with an in- | 
come of $3,000 a year can much more | 
easily provide a poverty stop for his | 


widow and child by investing $71.37 a| 
vear on life insurance than by spending 
$96 a year in garage rent to protect his 
car from rain. 

At the close of the meeting Ernest 
W. Owen, general chairman of the 
coming convention, called his committee 
together and the remainder of the after- 
noon was devoted to the discussion of 
arrangements for the big meeting in 
Detroit next September. 


Yates in the Chair 


John W. Yates, general agent of the 
Massachusetts Mutual Life, was pre- 
siding when the report of the nominat- 
ing committee was read recommending 
the reelection of the present officers. 
The Detroit association, of course, will 
be the official host at the convention 
of the National Association of Life 
Underwriters in its city. The presi- 
dent who served the last year is Robert 
M. Ryan, agency manager of the Equit- 
able Life of New York. The nominat- 
ing committee report seemingly was to 
be adopted when Don McKinnon, an 
agent of the Provident Mutual Life, was 
put forward as a candidate for presi- 
dent. The point was made that the 
agents themselves should have the 
planning of the Detroit end of the pro- 
gram, because the big convention itself 
was an agents’ convention and not one 
for general agents. 

Field Men on Their Toes 


A number of agents jumped to the 
floor and advocated an agents’ ticket. 
Mr. Ryan, who was up for election, 
had turned the gavel over to Mr. Yates. 
There was considerable pulling and haul 
ing, jockeying and attempts to pour 
oil on the troubled waters. Finally Mr. 
Yates suggested that inasmuch as dis- 
tinguished invited guests were present 
the election be postponed for a week. 
The agents evidently had packed the 
meeting and had secured a big enough 
attendance to put over their ticket. The 
question now arises as to whether they 
can muster up a sufficient number to 
get by in a week, or whether the gen- 
eral agents will not turn out en masse 
and support the nominating committee. 
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STATE ASSOCIATION 


Delegates from Massachusetts Local 
Organizations Gather and Form- 
ulate Plans at Springfield 


BOSTON, June 21.—A Massachu- 
setts association of life underwriters, 
composed of delegates from the five 
local associations of the state, and any 
other associations which may be forméd 
in the future, is assured as a result of 
a conference at Springfield. 

The need of a central state organiza- 
tion has been felt for some time, to 
bring about closer cooperation among 
the associations of the several cities and 
their members, in matters having a com- 
mon appeal. This applies to sales con- 
gresses, to membership campaigns, legis- 
lative matters and other common causes. 

The state body has been discussed in 
Boston for some time and recently a 
call went out from E. Clay Brock, secre- 
tary of the Western Massachusetts asso- 
ciation, for a meeting of three delegates 
from each of the five local associations 
in Massachusetts, and these with Sec- 
retary John P. Muir of the Boston asso- 
ciation attended the Springfield con- 
ference. 

Roger B. Hull, counsel of the National 
association, who was in Springfield to 
Western Massachusetts 
association, also attended the confer- 
ence. 

The feeling was unanimous for a state 
organization and plans were drawn up 
and discussed for such a body and its 
authority outlined. Excellent progress 
was made and a general plan adopted 
The delegates will meet again next week 
in Worcester, at which time the organi- 


| zation will be completed, and officers 


elected. 
* * * 

Colorado The Colorado association 
held its annual meeting last Saturday at 
Denver. Dayton Adams, of the New 
York Life at Denver, was awarded the 
association cup for the largest number 
of applications written during the vear 
He wrote 152% A A. Spitzer, of the 
Capitol Life at Sterling, was awarded 
the cup for largest volume, having writ- 
ten $420,000 These cups are presented 
each year hy the association 

New officers were elected as follows 


Charles A. Mason, president: Dayton 
Adams, W. ©. Godwin, Frank Persons 
and B. N. Weinsheim, vice-presidents: 
Edward A. Krueger, secretary-treasurer: 
Harry ©. Fabling, chairman executive 


committee. 
*x* * * 

San Francisco.—The annual meeting 
of the San Francisco association will be 
held June 22 J. E. Drew, assistant 
vice-president of the American Trust 
and president of the Trust Companies 
Association of Central California, will 
speak on “The Place of the Life Insur- 
ance Trust in Insurance Programs.” 
The Phoenix Mutual film, “Vanishing 
Fortunes,” will also be shown. This will 
be the last general meeting of the asso- 
ciation before the summer vacation 
President Arthur S. Holman, who is at 
present touring Europe, will return to 
San Francisco prior to the final meeting 

a * a 

Newark, N. J.—Plans are underway by 
the Newark association for a luncheon 
to be tendered the club women of New 
Jersey Novy. 10 

* * + 

Logan, Utah.—-A life underwriters’ as- 
sociation is being organized in this city, 
one of the four largest in the state 

* * * 

Pine Bluff, Ark.—W. N. Glass of Little 
Rock, agency director in Arkansas for 
the National Savings Life, addressed the 
monthly meeting of the Pine Bluff as- 
sociation last Saturday. 

*x * * 

Sioux City, Ia.—D. J. Connolly, North- 
western National Life, was elected presi- 
dent of the Sioux City association at the 
annual meeting of the organization 

Other officers selected were: F. E 
Lark, vice-president; Leo Dougherty, 
secretary, and Ira Miller, treasurer 
Members of the executive committee will 
be A. N. Carlson, Jack Walsh, F. 





Years of Life Insur- 
ance Ideals and Service e 


An ideal became a reality when, on February Ist, 1843, “THE MUTUAL LIFE 
OF NEW YORK” issued its first policy. The business of life insurance on the mutual 
plan started in America then and there. 

Priority in its field is not the Company's claim to greatness—age in itself is no great 
distinction. THE MUTUAL LIFE began with high ideals of business conduct, which 
still prevail. It aims at quality and to be highly honorable in all its dealings. 

In its relations with policyholders and their representatives THE MUTUAL LIFE 
has an outstanding record. 

Those who contemplate life insurance soliciting as a career are invited to apply to 


The Mutual Life Insurance Co. 
of New York 


DAVID F. HOUSTON GEORGE K. SARGENT 
President 2nd Vice-President and Manager of Agencies 


34 NASSAU STREET NEW YORK, N. Y. 











Go Into Business with 
Us on the 


PARTNERSHIP 
BASIS 





Life Health Accident 
STANDARD 
SUB-STANDARD 
SUPER-STANDARD 








Outro - Inprana - Micuican - Kentucky - PENNSYLVANIA 
West Virornia - Texas - OxLanoma - Cauirornia - ILitnors - Iowa 


Tell it all in first letter 


THE OHIO STATE LIFE INSURANCE 
COMPANY—Columbus, Ohio 

















OPPORTUNITY! 


Desirable Territory Open for General Agencies. 
Liberal Contracts. 


THE CAPITOL LIFE 


Insurance Company 
DENVER, COLORADO 














a week is the cost of The 
National Underwriter by 
annual subscription. 15 


A PURELY MUTUAL 
Company / 


If You Have Knocked 
the “‘T” Out of “‘Can’t” 


\8 








Insurance Company of America 


| MILWAUKEE, WIS. 

operating in the following states: Califor- 
nia, Illinois, Iowa, Michigan, Minnesota, ] 
Ohio, Oklahoma, Oregon, Pennsylvania, ad 
South Dakota, Texas, Washington, Wis- 

consin. 

Give us a ring or address us if unattached 


WE CAN GIVE 


You a liberal first year commission. 
2. An unexcelled renewal commission. 
3. Your beneficiary a renewal pension. 

















WANT ADS 
in The National Under- 


writer are read every week | 
by thousands of interested | 
insurance men—that’s why | 
they are result getters. ; 


1 inch $6.00 
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Builders of Business 


An Investment in Wallets 
Will Pay Big Dividends 


If vou have not used Kaufmann Systeman Security 
Holders vou have a pleasant surprise awaiting you. 
For Kaufmann wallets will help you build business 
just as it is building business for hundreds of others. 
The Kaufmann Wallet is the best leather container 
on the market designed to provide a place for insur- 
ance policies, bonds and other valuable papers. 
Until you have used it to deliver those extra policies 
you have not made use of the biggest dollar for dollar 
life insurance business builder on the market today. 

The standard size is $2.25 and the large size, 

$3.15. Quantity rate gladly furnished on ap- 

plication. Other wallets from 65c¢ to $5.00. 


E. L. KAUFMANN 


Room 700, Austin Bldg. 
111 W. Jackson Blvd. 
Telephone Wabash 3933 


Chicago, Ill. 











Reaping Has Begun 


Our man-power expansion program has already re- 
sulted in a heavy gain in new business over the first five 
months of last year, demonstrating the effectiveness of the 
plans supplied to our General Agents, and the quality of the 
material for selection and training which was gathered and 
distributed to them. Adding new men and neglecting ade- 
quate supervision is money wasted. Our General Agents 
are adding and are supervising. And a gratifying increase 
of volume of new business is the result, just as reaping 
follows sowing. 


We have openings for men and women who are am- 
bitious, industrious, and intelligent. We can teach them 
how to prosper. 


Wm. A. Law, President 


Wm. H. Kingsley, Vice President Hugh D. Hart, Vice President 


PENN MUTUAL LIFE 
INSURANCE COMPANY 


PHILADELPHIA, PA. 


Founded 1847 


. UNDERWRITER 


= 


Dougherty, W. D. Morton, T. B. Hutton 


and the officers. The next meeting will 
be held the second Saturday in Septem- 
ber. 


* * * 


Corpus Christi, Tex.—F. S. Treadway 


was elected president of the Corpus 
Christi association at its annual meet- 
ing. EK. L. McClure was named vice- 
president and Hal Lee secretary-treas- 
urer. W. B. Mohley and W. P. Helscher 
were named to act with the officers, as 


members of the executive committee, It 
was voted that the underwriters’ group 
would meet hereafter on the second Sat- 
urday in each month. 

In retiring from office as the club's 
first president, W. P. Helscher thanked 
the members for the honor accorded him. 
He said the organization was serving a 
purpose and was now well established. 
He told the members that they represent 
the greatest dollars and cents business, 
from a community standpoint, of any. 

ok * * 
Ind.—Morris 


Evansville, R. Levi, of 


Levi Brothers, representatives of the 
Guardian Life, was elected president of 
the E’vansville association at a well at- 


election of officers 
the agents. 


tended meeting. The 
followed a hanquet for 


C¢. H. Blackwell, Inter-Southern Life, 
was elected vice-president, and Mrs. 
Grace Niederhaus, Northwestern Mutual 


Life, secretary-treasurer. 
M. J. Cleary of Milwaukee, vice-presi- 
dent of the Northwestern Mutual Life, 


spoke on “Opporunity and Ethies of the 


Life Insurance Business.” 
* * & 
Wash.—Following a report of 
committee the Seattle 
Webster Wiede- 
of the associ- 


Seattle, 
the nominating 
association elected V. 
mann, Sun Life, president 
ation: Hugh S. Bell, Equitable of Iowa, 
vice-president; Caleb W. Baldwin, Phoe- 
nix Mutual Life, second vice-president; 
William Boyd, Aetna, treasurer; Carl Ol- 
son, Canada Life, secretary, and Ira 
Nadeau of the Equitable of New York, 
trustee for a three year term. 

Clem J. Sauter, retiring president, as 
has been the custom in the past, was 
selected to attend the national conven- 
tion. 

*k *k * 

Springtield, Mass.—A large number of 
the members of Western Massachusetts 
association gathered for the annual 
meeting of the association and to hear 
an address by Roger B. Hull, general 
counsel of the National association. 

The following officers were elected: 
President, Walter J. Stoessel, Connecti- 
eut Mutual Life; first vice-president, 
Howard Trombley: second vice-presi- 
dent, Walter W. Van der Wolk; secre- 
tary, Robert E. Benjamin; treasurer, E. 
Clement Taylor. The full board of offi- 


cers reside in Springfield. 
* * 
Springfield, Mo.—Ralph W. Atkeson 


has been named president of the Spring- 
field association. Other officers elected 
are Jesse W. Moore, vice-president: Her- 
bert Bruner, secretary, and Ralph E. 
Brown, treasurer. Roy A. Sullivan is 
the retiring president. W. Rogers Primm 
the principal speaker at the elec- 
meeting. 


was 
tion 


Pittsburgh, Pa.—The annual meeting 


of the Pittsburgh association was held 
Thursday. The new officers elected are: 
President, Lee D. Hemingway, Connec- 


ticut Mutual: first vice-president, A. G. 
Ashbrook, Provident Mutual; second 
vice-president, Holger Johnson, Penn 
Mutual; treasurer, E. A. Spencer, Mu- 
tual Life of New York. The new direc- 
tors are N. E. Degen, Aetna Life; W. M. 
PDunn, Equitable Life of New York; 
Frank G. Pierson, Prudential; Harry O. 
Snyder, Guardian Life, and Frank A. 
Wesley, Columbian National. J. M. Ryal, 


National Life of Vermont, was elected a 


director for the unexpired term. 


Davenport, TIa.—At the regular meet- 
ing of the Davenport associatfon last 
week, the name of Karl E. Madden, gen- 
eral agent for the Penn Mutual Life, was 
presented by the nominating committee 
for president for the coming year. Other 


nominations were: First vice-president, 
H. ©. Hall; second vice-president, Phil 
Sitrick; treasurer, Henry Meese; secre- 
tary, Richard Le Buhn Harry J. Me- 
Farland, retiring president, and George 
W. Harding were named for places on 


the board. 

* * &€ 
Columbus, 0.—The Columbus associa- 
tion this week elected the following offi- 
cers President, H P. Gravengaard; 
vice-president, Charles R. Eckert; secre- 























tary, Ely D. Miller; treasurer, J. Boyd 


Two nominating committees were 
appointed, but after comparing notes 
both committees decided that the fore- 
going were the best men to serve them 
during the coming year and they pre- 
sented only the one ticket. The execu- 
tive committee includes: H. A. Chip- 
man, Stanley K. Coffman, John C. An- 
derson, Stephen R. Fraher and Harry M 
Moore. Henry A. Stout, general agent 
of the John Hancock Mutual Life at Day- 
ton, O., was the luncheon speaker. 


xk *k * 


Indianapolis—Richard H. Habbe of the 
Massachusetts Mutual was elected presi- 
dent of the Indianapolis association Fri- 


Davis. 


day. Malcolm M. Moore of the same 
office was elected vice-president; C. C. 
Crumbaker, New England Mutual, sec- 


ond vice-president; George A. Maclean, 
New York Life, secretary, and George A. 


Newton, Penn Mutual, treasurer. 

In a membership contest that had 
been conducted by the Indianapolis as- 
sociation, William H. Meub, retiring 
president, announced that Carl EL. Me- 
Cann of the New England Mutual had 
won the first prize, railroad fare and 
Pullman both ways to the annual meet- 


ing of the National association next Sep- 
tember, and the second prize went to 
Edgar Webb of the Equitable Life of 
New York, railroad fare and Pullman one 
way to the same meeting. Russell S 
King, recently appointed general agent 
of the Union Central Life at Indianapo- 
lis, made an interesting talk on “Two 


Life Pictures.” 
* * * 
Ottumwa, Ia.—The Ottumwa associa- 
tion held a picnic June 16 with half a 


dozen athletic contests, a ball game and 
It was a family outing and con- 


games. 
cluded with a big picnic supper. 8S. C 
Stoltz, J. J. Trennemann and G. L. Hob- 
son were the committee in charge. 


T. W. Russell Tells 
How Trust Service 
Led to Another Sale 


T. W. Russell, of Allen, Russell & 
Allen, Hartford, Ct., representatives of 
the Connecticut General Life, recently 
told the following story of how the trust 
service idea helped him to sell additional 
insurance: 

“For the past two years I had en- 
deavored to increase the insurance car- 
ried by one of our policyholders. He 
owned a small business, carried $15,000 
life insurance and had a wife and two 
children dependent on him. He _ had 
told the writer and countless others that 
he was absolutely unable to put another 
cent into life insurance. 


Insisted He Had Enough 


“A few months ago I went to see him 
late in the afternoon and he said that 
he did not have any time to talk over 
life insurance, as he was putting in all 
he could. I told him that I was not 
interested in selling him more life insur- 
ance, but believed that I had an inter- 
esting proposition to explain’ which 
would help him and which was worth 
knowing about. 

“In the first place I explained the ne- 
cessity of having a good trust company 
as executor for his estate, particularly 
as he had a business which it would be 
difficult for his wife to handle. I also 
explained I believed it would be for his 
best interest to leave all of his estate in 
trust, including his life insurance. With 
the business worth $10,000 and with 
$15,000 life insurance, his wife could not 
possibly receive an income of much over 
$1,200 a year. 

No More Insurance Mentioned 


“In this interview I did not mention 
additional insurance. But he followed 
my suggestion, went to his bank, talked 
his affairs over with the trust depart- 
ment, made a will and appointed them 
both executors and trustees. 

“I dropped in to see him two weeks 
later to change the beneficiary on his 
policies, and the first thing he said was 
that, of course, he had to take at least 
$10,000 more insurance. I had no objec- 
tion to this plan, which came from his 
own mind, and a policy was delivered 
and paid for.” 
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Wives of Life Underwriters May Play 


Important Part in Determining Their 


Husband's Success Selling Insurance 


BY HUGH D. HART 
Vice-President, Penn Mutual 


comes home to his wife at the close of 
each day’s minority of successes and 


can make to her husband’s success 
majority of failures. His spirit is at 


as a life insurance agent, is for her 


Ten most useful contribution a wife 


io aid him in maintaining the right | the fag end and there his wife comes 
mental attitude toward his job. In no | into the picture to do, or not to do, her 
business does mental attitude play a] great, constructive job of rebuilding his 
more vital role. One of our statis- | shattered reserves of mental attitude, 
tcians has estimated that 37% percent | to prevent his spirit from declining to 


the danger point, to bolster up his faith 
and high resolve for the next day's ef- 
fort. 


Strengthening Morale 


of all who fail as life insurance agents, 
jail because of discouragement. I! do 
not vouch for the figure—if anything, 
| think it is too low rather than too 





| cations. 
| band’s morale is, 


| 
| 
| 





high. Obviously the greater number - 

of those who are solicited for life in-| 4448 to Selling Power 

surance by the agent turn him down. It is not necessary to tell any life | 
Day in and day out he scores a larger | insurance man that sales can best be | 
percentage of failures than successes in | made by an agent when his mental at- | 
his work. If he calls on 10 men a day | titude is at the right fighting edge. So | 


in strengthening her husband's morale, 


and one accepts and nine turn him 
the wife adds to his selling power. 


down, there are nine adverse influences 
on his morale, as against one favorable. 
No one can deny that success is the 
greatest stimulus to morale and failure 
its worst destroyer. Mr. Underwriter | 


prospects in high confidence, 
his persuasive arguments in most effec- 
tive array, 


She | 
| enables him to make his assaults on his | 
to marshal | 


to invest his personality with | 


that fervor of appeal which wins, rather 
than repels, both confidence and appli- 
Her stimulation of her hus- 
therefore, a practical 
and effective aid to business getting, 


Wife Must Understand 
Her Husband’s Work 


Faith must be kept ever aflame in 
the worthwhileness of the work he is 
doing. How can a wife do that unless 
she understands his work? Then she 
should begin by learning something 
about his business. She should read 
the same insurance journals he reads, 
and the same company magazines, she 
will find the thrill of human interest 
in them. She should attend, whenever 
possible, the conventions he attends. 


When she is at these conventions, she 
should go to the meetings and not 
merely to the bridge parties, 


Wife Can Bolster 
Up His Weak Points 


A wife can help her husband to main- 
tain faith in himself as well as faith in 
his work. She knows about him, and 
his strong and weak points, better than 
any other person on earth, even better 
than his mother, or better than he him- 
self knows himself. Furthermore, she 
can tell him about himself more directly 





and more effectively than anybody else 
can and “get by” with it, too. She can 
thus help him eliminate his defects, and 
that is strengthening to mental poise. 
Perhaps her greatest magic in keeping 
up his faith in himself is praise, sin- 
cerely and discreetly bestowed. One 


of the best ways to praise a life insur- 
ance agent, as | have observed after 
many years of experience with all kinds 
of insurance men, is to encourage him 
to talk about how he makes sales. Nine 
out of ten would rather tell you how 
they did it, than to have you tell them 
how good they are. 

\nother major contribution that a 
can make to her husband's life in- 
career is to provide him with 
may be pleased to call “com- 
munity information.” Inasmuch as life 
insurance is largely used to supply 
wants that are domestic rather than busi- 


wile 
surance 
what | 


ness in’their character, women, rather 
than men, are the more logical sources 
from which to secure the information 
about those wants. The wife in her 
social contacts can obtain without ob- 
trusion much valuable data than can 


properly be relayed to her husband and 


used by him. 


It must not be inferred that this 
process 1s to transiorm a wife into a 
sort of “social pry.” Nothing will do 





WANT A 


Thrill? 


T= join the Citizens National—now, when the 
company is new—and work with us to success. 
Get the success thrill! 


There is real satisfaction in belong- 
ing to an organization that has its 
future ahead of it! And knowing 
that your cooperative efforts are 
valued and appreciated! 


And there is a real thrill coming to 
you when each month you look 
back and realize that it has been 
another of increased profit and 
success. 





The Citizens Na- 
tional Life began 
writing business 


June 30, 19%, and with any other life insurance organ- 

for to “Des 3 izati h t write us for the 
t 

192, $1,251,000.00 ” ization why not write r 


If you are at present unaffiliated 


whole story? 
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Ordinary Life 5000 S Contract. 
Personal — Mon 

The best and most 
Children’s 
Total and 


Sreyre 





UP TO DATE 1928 OPPORTUNITIES 
FOR THE RIGHT MAN 


Income for rejected risks. 
liberal sub-standard facilities. 
cies for Educational purposes from Age 1 day to 16 years. 


ermanent Disability Clauses. 
Beate Undemmiiy causes, gaging Coutts the tase of pellay te ence of eccidentes 


These and many other new and unique features make 
“The Columbia” attractive to men. e 


Address: S. M. CROSS, President 


OLUMBIA LIFE 
INSURANCE COMPANY 
Cincinnati, Ohio 














policies, 





BIG OPPORTUNITIES IN TEXAS WITH 


GREAT REPUBLIC LIFE 
INSURANCE COMPANY 


of LOS ANGELES, CAL. 


This Company has attractive General Agency openings in Texas 
at Houston, San Antonio, Amarillo and other points in the States. Very 
attractive first year and renewal commissions and exceptional line of 
If you have a satisfactory record of successful experience and 
are interested in building a profitable future with a progressive Western 
company, communicate immediately with W. H. Savage, Vice President, 
Great Republic Life Building, Los Angeles, Calif., 
Texas about May 1 and will arrange to see you personally. 


W. H. SAVAGE, Vice-President 


Great Republic Life Building, 756 So. Spring Street 
Los Angeles, California 


who expects to visit 
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ACTUARIES 








CALIFORNIA 





C OATES & HERFURTH 
CONSULTING ACTUARIES 


354 Pine St. 
San Francisco 


Barrett N. Coates ; . 
Carl E. Herfurth 





ILLINOIS 


OKLAHOMA 


J. McCOMB 
e COUNSELOR AT LAW 

CONSULTING ACTUARY 
Premiums, Reserves , Surrender 
Values, etc., Calculated. Valuations 
and Examinations Made. Policies 
and all Life Insurance Forms Pre- 
pared. The Law of Insurance a 
Specialty. 
Colcord Bldg. OKLAHOMA CITY 
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D ONALD F. CAMPBELL 
CONSULTING 


ACTUARY 
160 N. La Salle St. 
Telephone State 7298 


CHICAGO, ILL. 








H ENRY R. CORBETT 


Actuary 
Specializing on Pension Funds 
175 W. Jackson Blvd. CHICAGO 








A. GLOVER & CO. 


© Consulting Actuaries 
128 North Wells Street, Chicago 
Life Insurance Accountants 
Statisticians 





INDIANA 





AIGHT, DAVIS & HAIGHT, Inc. 
Consulting Actuaries 
FRANK J. HAIGHT, President 
INDIANAPOLIS 
Omaha, Kansas City 








ARRY C. MARVIN 

Consulting Actuary 

21@5 North Meridian St. 
INDIANAPOLIS, INDIANA 


(CONT'D FROM PRECEDING PAGE) 
so much harm to the life insurance 
business, as for its exponents to violate 
the amenities of social intercourse by 
interjecting life insurance discussions 


into occasions where it has no proper 
place. But both information and con- 
tacts obtained by a wife in her daily 
association with her friends may with 
entire propriety become useful aids to 
her husband in prosecuting his insur- 
ance business, 


Shouldn’t Object to 

Work at Evening 

The life underwriter’s wife can help 
him in still another way. He, like the 
doctor, is subject to the call of duty, 
no matter what the hour. Evening in- 
terviews are absolutely necessary in the 
life of many underwriters—occasionally 
with some of them, and two of three 
evenings a week with others. The wife 
who naggingly objects to this condi- 
tion of her husband's duty impairs his 
morale, diminishes his aggressiveness, 
and lessens the courage which any man 
needs who day by day must encounter 
a larger percentage of defeats than of 
victories. The husband knows that he 
is subject to this condition of evening 
work. He likes it no more than his 
wife does. If she displays understand- 
ing, he makes his call with cheeriness 
of spirit. The wife should realize that 








IOWA 





OPPORTUNITIES 














L. MARSHALL 
*CONSULTING ACTUARY 


Hubbell Building 
DES MOINES, IOWA 





HOME OFFICE 


“Connection desired—by experienced execu- 
tive familiar with all home office depart- 
ments, over fifteen years experience as home 
office secretary, and agency manager. 
Agency supervision preferred. Address 
F-83, care The National Underwriter. 











MISSOURI 





OHN E. HIGDON 


ACTUARY 
224 Argyle Bldg., Kansas City, Mo. 


POSITION WANTED 


As actuary, assistant actuary or assistant 
secretary. Several ycars actuarial and home 
office experience. Address F-70, care The 
National Underwriter. 








NEW YORK 








Mi M. Dawson & Son 


CONSULTING 
ACTUARIES 


38 W. 44th St. New York City 


A REAL OPPORTUNITY 
AT MANSFIELD, OHIO 


Presents itself for a high grade producer 
and agency builder for the position of Man- 
ager. Write fully, in strictest confidence to 
the Agency Department, The Toledo Trav- 
elers Life Insurance Company, Toledo, Ohio. 














great successes in any kind of business 
are not to be had without sacrifice. 


Wives Should Foster 
Educational Programs 


The women of America, while more 
friendly to life insurance than they 
were a generation ago, do not even to- 
day have as thorough a conception of 
its uses, or appreciation of its impor- 
tance, as the men. Since life insurance 
is generally payable to women, this sit- 
uation is unhealthful. Innumerable 
wives have opposed their husband’s tak- 


ing life insurance, and this attitude has 
resulted in visiting untold hardship in 
later years on many of these same 
wives. Would it not be valuable in 
combating this unfortunate antipathy 
of many wives to life insurance, if the 
wives of life insurance men should or- 


ganize themselv¢s into local committees, 
in various cities and communities 
throughout the country, for the purpose 
of cooperating with their local women’s 
clubs in providing lecture courses and 
setting up other’ machinery for the in- 
struction of women in the meaning of 
life insurance? 


GROWING BUSINESS 
TENDENCY EXPLAINED 


(CONTINUED FROM PAGE 5) 
most aggressive general line oftice is of 
the kind that companies want. Those 
who buy lite insurance through such 
general offices are for the most part 
clients of such offices for fire and 
casualty lines. They are insurance 
minded and do not say “Yes” to any 
insurance proposal until they know 
tully what the proposal is and are in 
position to pay for whatever insurance 
they order. 

Although some assureds never are 
satisfied with the kind of insurance serv- 
ice they receive and therefore place their 
business in one office this year and an- 
other the next, most general insurance 
accounts stay in the same office year 
aiter year. The clients are satisfied 
with costs, service and the manner in 
which claims are cared for. They are, 
in the way of business, friends of the 
insurance office. Therefore when some 
representative of the office arrives with 
a life insurance proposal they listen to 


it. 
Is Insurance Department Store 


The general line office with a life de- 
partment is literally a department store 
of insurance as distinct from the spe- 
cialty insurance store that deals in only 
one or a few lines. But such depart- 
ment is headed by a specialist, as in 


the general merchandise department 
store. 
Although here and there a general 


agent or life office manager raises his 
voice against the practice of installing 
life departments in general line offices, 
those life men with larger vision know 
that there is littie overlapping of sales 
effort made by the two kinds of life 
insurance. organizations. Most life gen- 
eral agents hold that since salesmen 
operating out of general offices work 
hard for their fire and casualty business, 
justice entitles them to whatever life 
business they can write. By extension 
the same kind of justice is due to the 
heads of the general agency firm that 
builds a large fire and casualty clientele 
and then installs a life department to 
meet the life insurance needs of that 
clientele. 











oodward, Fondiller and Ryan 
Consulting Actuaries 

oan Gervie in all branches of In- 
and f Funds—Examina- 
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tions managed under contract—Office = 

ng and Auditing. 
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J. N. WARFIELD, President 
J. BARRY MAHOOL, Vice-President 





Eureka-Maryland Assurance Co. 
OF BALTIMORE, MD. 
Incorporated tiring Maryland, 1882 


STANDARD ORDINARY AND INDUSTRIAL POLICIES 


A. W. MEARS, Secretary 
DR. EDWARD NOVAK, Medical Director 




















SOME RECENT COURT 
DECISIONS 


| 








Where Insurance Broker Was Em- 
ployed to Procure Life Insurance, In- 
sured Held Liable for Broker’s Loss of 
Commission Because of Failure to Pay 
Premium on Policy.—In Korn vs. 
Reich, Supreme Court, Special Term, 
New York County, N. Y., 228 N. Y. S. 
154, the plaintiff, an insurance broker, 
was employed to procure life insurance 
for the defendant. The plaintiff pro- 
cured the policies desired, but received 
no compensation because of the failure 
of the defendant to pay the premium on 
the insurance. 

Plaintiff brought the instant action 
against the defendant for commissions. 
In holding that plaintiff's complaint 
stated a good cause of action against 
the defendant, the court said: 


Former Decision Cited 
“IT can see no distinction in principle 


between this complaint and that_ which 
was held sufficient in Peace & Elliman 


vs. Gladwin Realty Co., Inc., 216 App. 
Div. 421, 215 N. Y. S. 346. Defendant 


argues that a policy of insurance may 
be canceled by the assured under its 
terms immediately after its taking effect, 
and that the assured thereby becomes 
entitled to a pro rata return of the pre- 
mium. Accordingly defendant contends 
that the doctrine of Pease & Elliman vs. 
Gladwin is inapplicable to the instant 
situation, 

“The difficulty with the defendant's 
position is that this is a case involving 
life insurance, and no refund of the first 
year’s premium can be obtained by the 
assured under the laws of this state. 
Even if it be assumed that the assured 
could cancel and obtain a pro rata re- 
turn of the premium, that would at most 
affect the plaintiff's right to substantial 


damages, as Judge Scott intimated in 
Arndt ty . Miller, 48 Misc. Rep. 612, 95, 
> & F 604. 

“In that case it was held that the 


broker could not sue for ‘commissions’ 
where there was no agreement, express 
or implied, that the defendant was to 
pay any commission, but the court did 
suggest that if the defendant employed 
the plaintiff to effect insurance there 
might be an implied agreement to ac- 
cept the insurance when procured and 
to pay the premiums thereon, and thus 
enable the plaintiff to earn and collect 
his commissions, . 

“It seems to the court that a good 
and sufficient cause of action is stated, 
in view of the allegation that defendant 
agreed to accept the policies and pay the 
premiums thereon. 

“The motion to dismiss is accordingly 
denied.” 


* * * 


Assignment of Policies——Held that 


life insurance policies are choses in 
action in which creditors have no in- 
terest during the life of assured, and 


which he has the right to assign for a 
money consideration, or as a gift, to a 
designated assignee, provided such as- 
signment is not made to cover a mere 
speculative risk. Policies of life insur- 
ance which were delivered by insured to 
his wife before execution of a mortgage 
by her to a bank to secure payment of 
a sum of money which her husband 
used in his business, which policies were 
turned over to him to be deposited in a 
safe place, together with a financial 
statement by him to a bank, stating 
“Life insurance for $15,000. Beneficiary, 


wife,” and a will written by him wherein 
he stated “I have made my _ beloved 
wife . . . the beneficiary of three life 


insurance policies of $5,000 each,” giv- 
ing their dates and numbers, which were 
wrapped in a bundle with the policies 
and indorsed with directions to deliver 
same to his wife, amounted to an oral 
or equitable assignment of the policies 
to the wife. Webster vs. Telle, Sup. Ct. 
Ark. 
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